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Giving Men What They Want 


Know Your Market, Say Successful Merchants 


HAT is wrong with the 
men’s shoe business? There 
are two answers to the 


question, both answers alike. First 
—men. - Second—shoe men. Shoe 
men are neglectful 
of their opportuni- 
ties. They are ut- 
terly careless of 
their own feet. 
They do not set a 
good example. Not 
all shoe men are 
guilty of this 
charge, however. 
Here and there one 
finds a shoe store 
that handles _ its 
men’s shoe _ busi- 
ness in a business- 
like manner. But 
the great majority 
of stores follow 
the lines of least 
resistance, trail 
along in the old 
way, make no en- 
deavor to introduce 
new selling meth- 
ods. Instead of in- 
vestigating condi- 
tions and learning 
why it is that men 
are so indifferent 
to shoes they sit 
and whine about 
the awful state of 
affairs. 

Shoe men are 





BY R. L. PRATHER 


sales of men’s shoes by jazzing up 
styles. Instead of finding out what 
it is that men want in shoes they 
attempt to force onto men’s feet 
freakish and bizarre effects. The 


man who wants a plain brown kid 
shoe will not buy a lemon colored tan 
with a lot of gingerbread stitching 
and foxing. Men who want black 
shoes will have them. Men who 
favor browns will 
have them. 





The fashion expert says this is the ideal 
wardrobe for all occasions other than 
sport—1l4 per cent for shoes 


Here is a typical 
case of business 
blindness, noted in 
a western city. The 
store was on a side 
street where the 
passersby were 
mainly of the re- 
tired farmer class. 
These men walk 
about the city, pass 
away the time in 
the parks, sit on 
the benches and 
talk religion, poli- 
tics, and other 
things. Hundreds 
of them passed 
that store each 
day. Did the store 
make any effort to 
interest these po- 
tential customers 
in the kind of shoes 
they liked best? It 
did not. It showed 
in its windows all 
the freak stuff, 
high colors, jazz 
patterns, and weird 
styles that are sup- 
posed to appeal to 
the youthful male. 








trying to force 


[CONCLUDED ON PAGE 48] 
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Catching the Public’s Eye 





Need for New Window Display Treatments for Shoe Windows 
Have Not Materially Changed in 40 Years. 


HE chance remark of a French 

| artist prompts the story and 

illustrations on these pages. 

He looked at American windows 

with a new vision. He was fas- 

cinated with the intelligent display 

of all sorts of commodities ranging 
from dresses to hot water bottles. 

In the course of his travels in 
America he saw many shoe windows. 
Invariably they were trimmed alike 
in a setting of shoes on pedestals, 
all crowding the window. He had 
been led to believe that the shoe 
windows of America would give him 
new thrills which he could transmit 
to some of his customers in Paris. 
He acknowledged that the Eu- 
ropean idea was to have a sam- 
ple in the window of every shoe 
carried in the store, and was 
amazed to find that many stores 
in this country: had reverted 
back to the same old hodge- 
podge. 

In the course of his conversa- 
tion he pointed out that the 
public today was passing by the 
shoe store window. It saw so 
many patterns that it was con- 
fused by the multiplicity of de- 
sign. The pattern of the shoe 
itself no longer intrigued the 
customer’s eye and as a result 
shoe stores were missing that 
customer attention that other 
shops were getting. 

He wanted to know whether 
this condition was more ap- 
parent to him than to the mer- 
chants themselves, and whether 








The idea of two 
color tubes paint- 
ed on a _ back- 
ground, one 
spreading out va- 
rious shades of 
brown in foot- 
wear, the other 
shades of gray, is 
here given as a 
motif for an ex- 
ceptional window 
display for April 
first 
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a no we would be interested to 
show several ideas of what 
might be done to catch the pub- 
lic’s eye. The result was these 
three pictures, which in the 
sketch simply gives the compo- 
sition of the window. The use 
of colors in the background, on 
the stands themselves, and on 
the platform of the window, was 
an additional eye-catching fea- 
ture to each one of these possible 
displays. 

To demonstrate the idea still 
further, a visit was made to a 
number of shoe merchants who 
frankly admitted that their win- 
dow displays were not radically 
different from those that they 
used forty years ago. 

Now the point is, Is the shoe 
trade missing a great opportu- 
nity in window display? Isn’t 
it true that a unit article like 









































The use of 
compo - board to 
build the struc- 
tures here shown 
makes possible to 
any store unusual 
and effective win- 
dow displays. 
Note’ the _ ar- 
rangement of the 
masses, the com- 
position of the 
display and the 
unusual place- 
ment of the shoes 


a shoe lends itself to a more in- 
teresting display than the types at 
present generally used throughout 
the country? The harmony of colors 
in six shoes in a row, the blend of 
materials of a few shoes placed upon 
a different sort of platform, holds 
promise of catching the customer’s 
eye. What can be done to make the 
customer look in the window? 


E merchant said that at least a 
hundred thousand people passed 

by his store every day, and that he 
was averaging only forty sales a day. 
His window box and frame were th: 
standard ones seen in all shoe stores; 
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his styles were up to the minute; 
his values and service were as good 
as any store in town; and his win- 
dows were pretty much the same as 
every store in town. When asked 
how much he had spent for window 
service in the past year, he said: 
“Not a dollar extra. These fixtures 
are five years old and the merchan- 
dise displayed is window fixing 
enough.” 

When told that he ought to be 
spending as much for his window 
display as he was spending for his 
advertising, he laughed and said, 
“It isn’t being done anywhere.” 
Now he is ready to try something 
new. He has put aside some money 
for the purchase of fabrics, for spe- 
cial display units made by the young 
man who has new ideas on display. 


New Art Windows 


Jt is possible to design a show window 
that will stop every passerby. The Filene 
store in Boston showed a spiral staircase, 
all made by a carpenter, and revealed 
upon it shoes with all of the possible 
colors in brown, from the darkest shade 
at the base to a water lily at the top. 
The hosiery was laid on two long arms, 
and the colors lightened gradually from 
left to right. The woman saw at a 
glance that in this store she could get 
every tossible color in shoes and hosiery 
to blend with her costume 


Below the Filene window is a hosiery win- 
dow by Frank A. Empsall & Co. of 
Watertown, N. Y. It may be a little 
too expensive for the average store, but 
it illustrates what can be done to catch 
the eye. The center wheel revolves. The 
palettes with brushes on both sides illus- 
trate hosiery colors 


a ee 


In his men’s window the shdes are 
now placed on a rug, and he uses a 
few accessories such as cigarette 
cases, belts, little golf figures, etc., 
to tease the eye into the window. 
Strange to relate, many of the people 
passing by have come in and asked 
where they could purchase these 
little articles. He is now contem- 
plating carrying a few of these nov- 
elties to satisfy the demand. The 
windows are beginning to show a 
marked difference from other win- 
dows in town. 

The BooT AND SHOE RECORDER 
considers this subject of putting 
more sparkle into windows to catch 
the human eye as one of the impor- 
tant topics of the day in shoe store 
publicity. It is prepared to advise 
and direct merchants in these lines. 
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Getting More Shoes Sold Right 


Hostess or Model 


FEW expressions on the subject of “Booze and 
Shoes” seems to have called in quite a num- 
ber of voluntary letters from shoe men. Some 
frankly say that they buy and use both, but they 
would like to see them separated during business 
hours. The topic of convention “side-lines” is 
still a disturbing factor, so here are a few more 
expressions from dealers: 

One shoe merchant said, “I’m all through with 
bobbed hair bandits. They steal my time. When 
I go into a sample room I don’t know whether the 
girls are models or hostesses. The shoe may show 
its fitting points better on the human foot, but 
hereafter I am picking patterns with imaginary 
feet in them. I don’t need the additional polish of 
feminine charm to make me buy shoes.” 

Still another merchant says, “I was buying a 
line of shoes that I wanted when the door of the 
sample room opened and in came a blond 4B 
model. After the cigarettes and conversation fol- 
lowed an hour of admiration of shoes, etc. Then 
we mixed a little booze with shoes and it was time 
for dinner. After dinner came the theater and 
when I took the train that night I had had a pleas- 
ant time, but the salesman had no order. I was 


forced to buy elsewhere from stock, because it was 
the end of my market trip. Never again for me be- 
cause I really needed those shoes.” 

A traveling salesman who is far from being 
a prude says, “If it is necessary for me to ship 
a trunk of liquor and engage the services of hos- 
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tesses in every big city where I sell shoes, why 
it is time for me to go into the entertaining busi- 
ness and quit shoes. I have paid my entertain- 
ment tax out of the money that I ought to have 
sent home to the wife and kiddies, and I’m all done. 
This trip out I am selling shoes and not side lines.” 

The novelty of seeing samplés on the foot is 
wearing off. Some shoes need the practical test- 
ing of a foot demonstration, and it’s part of the 
practical business side of business, but it can be 
made in a very few moments. Then the model 
fades in the picture and business goes on. Shoes 
once were, and can be again, bought from the 
sample table, just as they are, because the eye of 
the experienced shoe man today knows every foot 
dimension. 

Mixing the sale of shoes not only with booze, but 
with the hostesses who masquerade as 4B models 
is a practice that ought to stop. It has no place 
in the orderly scheme of business. It is about time 
that the sample rooms stopped competing with 
the night club. 


- What Grading Down Did 
to Him 


S there anything more heart-breaking than to 

witness the decline of a once fine business? In 
a Western city there is a sad case. It was once the 
best retail business of the city, located on the main 
thoroughfare. Once this store carried the best 
makes of men’s shoes. It prided itself on its high 
quality. The patronage was the best. Men liked 
to say that they bought their shoes there. 

Suddenly there was an invasion of cheap stores 
on that street. They swarmed down like locusts. 
They cut prices, they had fake sales, they did 
everything but rob poor boxes. The proprietor of 
the fine old store took fright. He visioned his nice 
business going to the dogs. Lacking the moral 
courage to stand pat and let the invading horde 
kill themselves off, he stampeded and started reduc- 
ing his prices. He put in cheaper lines and made 
a bid for the trade that he saw swarming into the 
cheap john places. He did not stop to think that 
it was not his trade. He did not think at all, it 
seems. He was inoculated by the cheap germ. 

His windows now proclaimed that he was grad- 
ing down. He placed cheap shoes at the front of 
his displays. This drove away his quality cus- 
tomers. They concluded that this good old store 
of theirs was going down hill and they simply 
passed it up. 

Today this store is practically on its last legs. 
All those fine lines of shoes are closed out and dis- 


continued. All that good substantial trade is buy- § 


ing elsewhere. The dealer is plugging along with 
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low-priced goods, trying to get a part of the 
shoddy trade. His days are numbered. 

There is a sermon in this tale and a moral. It is 
this: If your neighborhood declines in quality, 
move into a better one. But don’t attempt to play 
the cheap game with people who know it better 
than you. 





Mrs. W. L. Terhune 


N her réle of wife and mother, as counsellor and 
friend, woman has been a powerful factor 

in the development of American business enter- 
prise. Seldom, however, is she accorded her due 
until death steps in and leaves a gap which can- 
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New Store Interiors 


NE of the RECORDER traveling editors was vis- 
iting a new little store in a small city. The 
young men who started that store only a year ago 
were pardonably proud of their success. They 
sell high grade shoes only. They are up and com- 
ing. Their window displays are equal to those of 
any big city store. The interior is parlor fashion, 
wicker chairs and settees. The room is small, only 
about 18x24 ft. At the rear is a stock room of 
still smaller dimensions. The store proper is sepa- 
rated from the stock room by a wall of composi- 
tion board. There is an arched doorway leading 
back. A beautiful rug covers the floor of the shop. 
No shoes in sight except in small cases here and 





not be filled. Such a 
gap has been created 
by the death of Mrs. 
Nellie E. Terhune, wife 
of W. L. Terhune, 
founder of the Boot 
AND SHOE RECORDER, 
and mother of E. B. 
Terhune, our president 
and general manager. 
Mrs. Terhune died on 
Sunday, March 13, 
after a brief illness at 
her home, 90 Common- 
wealth Avenue. She 
was born in Dover, N. 
H., and had lived in 
Boston for many years, 
where she was promi- 
nently idegtified with 
the Order of the East- 
ern Star and with 
other Masonic auxilia- 
ries. She was, also, a 
charter member of the 
Daughters of New 
Hampshire. Funeral 
services were held 
Wednesday afternoon. 
In addition to her 
husband and son, Mrs. 
Terhune is survived by 
two daughters, Mrs. 
Inez T. Carpenter of 
Swampscott, Mass., and 
Mrs. Lillian T. Jordan, 
wife of Captain John 
N. Jordan, member of 
the American advisory 
committee to the Peruv- 
ian navy and now sta- 
tioned at Lima, Peru. 
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——— ea 
The ‘Reason Why 


| HAMILTON SHOE COMPANY 
Ardmore, Oklahoma 


As a reader of the Boot and Shoe Recorder for 
more than a quarter of a century past, I want to 
personally thank your publication for the many 
good points brought out which I feel have so 
materially assisted me in my business. 

I read the Recorder; first, because it furnishes in- 
formation that is so essential to the success of any 
retail shoe business. 

Second, no merchant can succeed without keeping 
up with the trend of style. The Recorder is, as I 
see it, a mirror through which the small merchant 
as well as the !arge-city merchant may get a glimpse 
of the approaching style change. 

Third, in this day of novelty footwear no retailer 
can afford to close his ears or shut his eyes to what 
is going on in his particular line of business. 

Fourth, I read the Recorder because I am not a 
frequent visitor to the eastern markets or the many 
shoe conventions held through the East each season. 

Fifth, Through your publication every item of im- 
portance to me as a shoe retailer is brought to my 
desk. Myself, as well as every other retailer, must 
avail himself of all the knowledge possible that will 
tend to keep him abreast with the newest ideas in 
Shoedom to the end that he may apply them to his 
business and carry on more efficiently. 

That is why I am a constant reader of the Boot 
and Shoe Recorder. 

Yours very truly, 
(signed) W. H. Prater, 
President of the Oklahoma Shoe Retailers Ass’n 


* * * 











A wide-awake merchant such as Mr. Prater 
wouldn’t be a constant reader of any publication 
if it did not serve him well and profitably. 
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there. The walls are 
tinted in soft gray. The 
chairs and settees are 
painted in a contrasting 
color. All very simple, 
very plain, but very 
charming. After con- 
gratulations all round, 
the junior partner vol- 
unteered the statement 
that the cost of outfit- 
ting the whole store 
had been less than 
$1,000. 

“We have nothing 
here,” he said, “that 
cannot be loaded onto a 
truck and hauled away 
in half an hour’s time. 
Our landlord built our 
windows. He put up 
that partition. We 
made the stock shelves 
ourselves. Made ’em out 
of plain pine boards. 
We bought the chairs 
and settees from a fur- 
niture store on install- 
ment plan. Also the 
rug. The window fix- 
tures, aS you can see, 
are very plain and sim- 
ple. Twenty-five dollars 
is the highest price 
paid for anything in 
the windows. We had 
very little money when 
we started and we de- 
cided that we could sell 
good shoes off pine 
shelves as well as from 
mahogany.” 
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The Classic Tailored Tie 


A Smart, Standard Type of Shoe—Always Salable 


HE high style demand for tai- 

l lored costumes has brought in 

a period of tailored ties, much 
to the surprise of many merchants 
who figured out that every shoe 
needs to be covered with ginger- 
bread design to be salable this 
season. 

We illustrate one of the classic 
shoes of a good shoe store, just as 
in last week’s issue we showed the 
opera pump as the basis of a store’s 
stock, salable to some people every 
day in the year. This is the second 
shoe in this series of classics and 
we borrow the word from a leader 
in style conference work who sug- 
gests instead of the term “staple,” 
a smarter definition—“classic.” 


O- and three-eyelet ties in the 
right streamline sweep of pat- 
terns have a simple beauty that make 
them constantly salable. We illus- 
trate a patent leather tie, bound in 
blond kid. Many merchants have 
taken this same pattern in satin 


and have had all the edges bound 
in French cord. 

One of the most popular shoes for 
Easter is a tailored effect, similar 
to the above, with a water lily 
snake quarter with a patent fore- 
part and heel. There are any 
amount of nifty ways of making 
the same basic pattern beautiful. 
Merchants in selecting such a pat- 
tern should buy it six or seven 
ways, thereby giving the material a 
greater chance to show its beauty 
and also giving the customer a 
wider variety of selection. 


T is a benefit all the way along, be- 

cause the salesman on the fitting 
floor, if he is out of one size, can 
usually switch a customer to the 
same pattern in a different material 
upon which he has the proper fit- 
ting sizes. 

Care must be taken in the har- 
mony in color of the laces. Many 
a shoe is spoiled by the lack of sym- 


pathy between the color of the laces 
and that of the trimmings. 


An Exclusive Corner 


Off the main selling space of | 
the Parisian Bootery in the Bur- | 
dine & Quarterman store in Miaini 
is a partitioned curtained room 
named the French Room. Here the 
better trade is served in privacy, | 
often times by appointment. There = 
are only a half dozen chairs and a | 
smoking stand for the women cus- 


tomers and only one patron is 7 
. served in this room at a time. 


The | 
customer who wishes something ex- | 
clusive made to her order has the 
opportunity of selecting the pat- | 
terns and materials away from the | 
regular run of trade. All the new- 
est leathers and fabrics are spread 
before her, and the assurance is 
given that the selected shoes will 
not be duplicated for any one else. 
As the customers pay from $30 to 
$50 for footwear, the exclusive fea- 
ture is fully appreciated. 
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vention got under way at Des 

Moines Tuesday, with 65 mer- 
chants having registered and Presi- 
dent W. H. Gernes given a great 
reception based upon his hard work 
during the past year in holding 
group and sectional meetings. 

The opening session was a lunch- 
eon get-together, with Mayor Hunter 
of Des Moines, the guest of honor, 
leading off with a facetious welcome 
that praised the shoe men for their 
part in helping to make business 
good throughout Iowa. 

Secretary Ira Welch reported total 
membership around 300, dues paid 
up, and the association sound finan- 
cially. 

George Spangler urged the mer- 
chants to cast aside fear and mark 
up their merchandise to carry a 
good profit and to cast aside the hope 
that the old order of two season buy- 
ing might return. Present condi- 
tions, he said, are better and that, 
while style has brought its problems 
it has also brought better chances 
for a profitable business. Success, 
too, depends upon the extent to 
which merchants work hard and in- 
telligently with their manufacturers 
and the traveling men. 

Rosecrans Murphy, speaking upon 
“The Relationship Between the 
Salesman and Retailer,” said that 
buyers are not close enough to the 
traveling salesmen and that by not 
saying “No” too quickly the average 
merchant can draw from the sales- 
men much valuable information that 
will help him in buying correctly. 
He urged upon the merchants that 
they get more for their shoes by 
advancing prices, that odd prices are 
better than fixed round sum prices, 
and that the price means less today 
so long as the man or woman gets 
what he or she wants in style and 
quality plus service. 

Fred Stuhler spoke on the subject 


[= Seventeenth Annual Con- 
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Iowans Urged to Get a Profit 
and Drown Their Fears 


Better Mark-Up Is Theme of Most Speakers at Des Moines Convention, 
Round Table Discussion Shows Patent Leading 


of service, which he said is just as 
important as merchandise, urging 
upon his audience that service is the 
basis of profit. The first require- 
ment is that the proper footwear be 
carried which will make a definite 
appeal to the class which the mer- 
chant wants to reach, selecting those 
shoes which will best meet local con- 
ditions. The second item of service 
is selling at a fair profit and that 
fairness in values constitutes a ser- 
vice in itself to the community. 
The third item is courtesy to cus- 
tomers. 

During the round table discussion 
which followed, it developed that 





At the Iowa Style Show 


One straps and pumps domi- 
nated, 

Patents and combinations of 
patent with parchment or 
other colors the leading 
color note. 

A few T straps, one and two- 
eyelet ties and low cut 
shanks added style zest. 


= 








patent leather pumps and straps are 
leading in sales of women’s shoes, 
with relatively few complaints. 
Black kids are selling best to older 
women. In many cases special or- 
ders for single pairs help make per- 
manent customers for the store. 
Licensing of clerks under a State 
law such as that for pharmacists 
would not cure the present com- 
plaints heard from well intentioned 
merchants against the cheap help 
employed by the chain stores, which 
some claim is hurting the shoe busi- 
ness. 

The discussion of men’s shoes 
showed that blacks are outselling 
tans slightly and the slogan “Black 






came in 
for many raps as being among the 
chief causes cited for retarding the 


Shoes After Six o’Clock”’ 


sale of tans. Pushing the sale of 
tans was urged as the sure way to 
get greater pairage. 

L. W. Abel spoke on the subject of 
hosiery as a wonderful asset to the 
shoe store, saying that hosiery is 
today the most interesting item in 
the shoe store, just as it is on the 
street, citing the fact that there has 
been a tremendous increase in pair- 
age sales during the last few years. 
“Many shoe merchants,” he said, 
“are adding hosiery, thus utilizing 
space otherwise not profitable, sand 
in nearly every case this small space 
pays the entire rent of the store, 
causing the merchant to find out that 
the selling of hosiery is much sim- 
pler than the shoe business. It re- 
quires less knowledge and not such 
a variety of prices and sizes. To 
disregard this easy addition is to 
disregard one of the most profitable 
lines in the shoe store, since both 
shoes and hosiery are primarily foot- 
wear.” 


DISCUSSION brought out that 
where one line of hosiery is fea- 
tured sales and profits are larger 
and the service given by the manu- 
facturer of that line is greater and 
therefore more helpful to the store. 
The big feature Tuesday night 
was the style show, with many beau- 
tiful models parading on a runway 
before a crowded house. One-straps 
and pumps dominated in patents, 
with combinations of patent and 
parchment and other leathers for 
fancy trims running a close second 
Merchants here say they have just 
finished several weeks of demand 
for colors, with patents now holding 
the center of demand. A few T- 
straps, one and two-eyelet ties and 
low cut shanks added style zest to 
the models shown on the runway. 
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Ask Us Another 


(There is a back country saying that old-timers 
will remember. The farmer listens to some won- 
derful story, and then he ejaculates, “Well, I wanna’ 
know.” That’s really the basis for this national 
wide interest in “Ask Me Another.” It is taking 
the place of the Cross Word puzzle—it is the fad 
of the moment. 

Minds are groping out for miscellaneous informa- 
tion. The idea is good as far as it goes, but is it 
going to muddy up a lot of brains with odds and 
ends of scraps of information that have no particu- 
lar value in a business or social way? But, be that 
as it may, it is a great game. We have tried to 
put a little more common sense in our queries on 
this page and have asked some leading leather men 
to start it off with leather questions. The answers 
will be found on page 102.—Ed. Note.) 


“What Do You Know About Calf’? 


By C. E. Ganter, of the Hunt-Rankin Leather 
Co., Boston 


. What do you know about the latest development 


in calf leather? 

. What is the new finish on calf leather? 

Why does calf leather give maximum quality and 
service? 

. What are suede and ooze? 

. In what colors and designs are calf leathers pro- 


duced? 
“What Do You Know About Kid’? 
By S. Agoos, President of Standard Kid Co. 


1. Name to the nearest million skins the number of 
goatskins imported by the United States in 1926. 

2. How much glazed kid does the United States ex- 
ort compared to what it imports? 

é What kind of shoe leather of commercial im- 


oo ono 


portance is the strongest of all in proportion to 
its thickness? 

4. What proportion of glazed kid made in the world 
is tanned in the United States? 

5. When was the chrome process of tanning first 
used in the United States, and on what kind of 
leather? 

6. What leather generally used in stylish shoes is 
also the most comfortable wearing? 


“What Do You Know About Patent 
Leather’’? 
By Cecil Q. Adams, Bristol Patent Leather Co. 


1. a. Who is credited with having invented patent 
leather in this country? 

b. When? 

What was French patent calf and where made? 

How many kinds of patent leather are used in 

shoe making and from what raw stocks are they 

made? 

4. Why is the percentage of kill to the horse popu- 
lation larger in such countries as Belgium and 
France than in our country? 

5. What city is the largest patent leather market in 
the world? 


“What Do You Know About Sole 
Leather’? 
By James T. F. sone of the Sole Leather Mar- 
et 


gots 


Of what value is color in sole leather? 

Why should healed grubs and scratches be con- 
sidered as “undesirable” in sole leather? 

Who was the first tanner? 

What is the domestic consumption of sole 
leather? 

What are sides, backs, and bends? 


. Fe. we 
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Don’t Ask Us Another 


(From the sublime to the ridiculous, from the 
practical to the impractical. Try a little of the 
flavor of these questions and answers to throw a 
bright spot into your day. As the Indian flourish- 
ing his tomahawk said, “I axed another.” Let’s go. 


—Ed. Note.) 
Let’s Go! 


What is a galosh? 

A Hungarian delicacy. 

What is a sales slip? 

The customer you lost. 

What is a sample? 

Something the shoe isn’t up to. 

What is a Scotch edge? 

Ask the man who has one. 

What are sneakers? 

Folks who drink alone. 

What gre spats? 

Ask any married man. 

What is an iron? 

A golfing implement for measuring distances. 
What is a hypocrite? 

One who has conventional hip trouble. 

What is a welt? 

What the school master’s ruler leaves behind. 
What is a McKay? 

The man who invented the Postal telegraph. 
What is a turn? 

One good one deserves another. 

What is a stitchdown? 

When a Ziegfeld girl gets down to the last 
stitch. 

What are standard measurements? 

. The meter at a gas station, maybe! 

What is Scotland yard? 

. Two feet, eleven inches. 


POPO POPO PO PO PO PO PO PO PO PO PO PO 


Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 
Q. 
A. 


What is a profit? 

Something you can’t find in some shoe stores. 
What is a prophet? 

What the style man thinks he is. 
What is a French “seventy-five?” 
Six bits. 

What is an arctic? 

A dusty place under the eaves. 
What is an arch? 

The first syllable in a sneeze. 
What is a mule? 

A high kicker. 

What is a White Mule? 

A hard kicker. 

What is a shoe horn? 

What the good advertiser blows. 
What is a pump? 

The milk man’s best friend. 
What is a quarter? 

Two bits, maybe leather. 

What is a vamp? 

Oh, naughty, naughty. 

What is an eyelet? 

Little holes in doors. 

What is the average size? 

A perfect thirty-eight. 

What is tan? 

All the shoe clerk brings home from his vaca- 
tion. 

What is an awl? 

Somewhat of a bore. 

What is a pigskin? 

The grunt of masculine fashion. 
What is a perforation? 

The hole in a doughnut. 

What is a run in hosiery? 

What every woman knows. 
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Naming Shoes After 
Actresses 


BOUT the first week in May the 

Parisian Bootery of 520 Wood 
Street, Pittsburgh, Pa., will again 
use a business-getting plan which 
proved highly successful last year, 
says S. B. Levine, manager. 

A shoe in one of the new spring 
styles will be bought eight different 
ways and named for a celebrated 
actress, who will be fulfilling an en- 
gagement at a local theater about 
that time. Besides their own adver- 
tisements, publicity will result from 
the columns of the newspapers, the 
theater, and the actress herself. 
The whole will be a widespread cam- 
paign for the shoe and the shop 
handling it. 

Last year their “Sonia Shoe,” so 
named for the chief character of a 
popular serial story published daily 
in the Pittsburgh Press for nearly a 
month, went over with tremendous 
success. 

The story proved a big hit, and a 
dance was named the “Sonia,” a 
young woman taking the part and 
inaugurating the steps at several 
functions called “Sonia Dances.” A 
fad resulted and the shoe profited by 
the popularity of the name and was a 
huge success. 


* * * 


Souvenirs for Kids 


ed A pays to keep the children in- 
terested,” said A. E. Pilgrim, of 
the Pilgrim Shoe Store in St. Augus- 
tine. He finds the best way to retain 
their friendship is to give all the 
kids, whether they buy anything or 
not, some kind of a souvenir. Dur- 
ing the first of February, when it is 


( Other 


b 7 Harry R-Terhune | 


Jield Editor 


nice warm springtime in Florida, a 
bag of marbles was given to every 
youngster who visited the store. 


* + 


Valentine Contest 
Brings Results 


aris READ THIS 
dat $8" FREE 


All you have to do is to draw 
a Home-Made Valentine pic- 
ture—comic or fancy—and 
send it to our store by 
WEDNESDAY. FEBRUARY 
16. Competent business men 
will be the judges and the 
ones selected drawn by a boy 
or girt, will entitle each to a par of $250 Tennis 
Shoes. Now get your pencil or pen working and send 
your Valentines to 


GENSLER’S 2:0: 


239 BROWNSVILLE ROAD 
(Opp. Mt. Oliver P. 0.) 














OTS of advertisements are time- 
ly. They take advantage of 
holidays, local historical events of 
importance, etc. Also lots of adver- 
tisements feature contests in order 
to arouse interest. Gensler’s Boot- 
ery, in the Mt. Oliver section of 
Pittsburgh, Pa., did both, however, 
with the advertisement reproduced 
here. It appeared a few days before 
St. Valentine’s Day, appropriately 
attired in the Valentine spirit, and 
calling attention to the fact that all 
any boy or girl had to do in order to 
win a pair of tennis shoes was to 
draw a prize-winning valentine—any 
kind—comic or serious. Needless to 
say it brought an immediate response 
from youngsters in the neighbor- 
hood. 


@ 
Peoples Ideas ) 
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How to Record Sales 
of P. M. Shoes 


OWN in Miami, I found that 
Sewell Bros. are using a good 
way in which to designate and check 
up on the P.M.’s. 
has a consecutive mate number stuck 
on the shank of the left shoe. Then 


Every P.M. shoe § 


this same number is put on the out- a 
side of the carton, and the third § 
number is stuck on a small colored 7 
tag. These colored tags have two § 


uses. The color tells the amount ot 


or 


the P.M. Red means 25 cents, blue © 


is 50 cents and green is a dollar. 7 
Also the tags have on the reverse | 


side from the mate number the cost 
and retail price of the shoes. 
a pair of P.M. shoes is sold, the 


salesman attaches this colored ticket 7 
to his sales check. Once a month the 7 
office gives each man a check for the 4 


amount of his commissions. 


A Story and a Moral 


When F 


ERE’S a short story about a § 


merchant who got cold feet and 
cancelled some shoes. Business was 
rather slow in January in Daytona. 


“so The Bootery cancelled a 108-pair § 


order of Deauville sandals that were 


to be shipped the first of February. 7 


The day after the cancellation was 
sent the shoes arrived, coming in 
three weeks ahead of time. Nat- 
urally, there was nothing to do but 
to keep the goods, as they were or- 
dered in good faith. A good display 
of the sandals was made and inside 
of two weeks 68 pairs were sold. 
Write your own moral. 
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“Pinching” the Speeding 
Public 





SUMMONS! 


widened PIERCE are OF FLORIDA 
County of Saint Lucie 


Pou are requested to appear at the ARCADE 
$5 SHOE STORE, Arcade Building, on the mom- 
ing of the I Ith day of February, 1927, FRIDAY 
MORNING, to take adyantage of our “STOCK 

Over 600 pairs of high grade Ladies’ and Men's 
Shoes will be offered to the Public at the remarkably 
low price of $3.95 a pair. 

In the shoes offered will be found many of our 
newest pattems and designs, showing all of our latest 
numbers in the popular'styles now so much in vogue. 

At $3.95 a pair, these shoes represent the “acme 
of value.” They are not odds and ends, but are 
taken from our regular stock of high grade, Hand 
tured, Mackay and fine Welts. 

Thus, our first sale, will start Friday morning, the 
11th, and will continue to Saturday night, February 19. 


€ ARCADE $5 SHOE STORE 


Orange Avenue 
Arcade Building 

OWN in Fort Pierce, Florida, 

they don’t allow speeding very 
much. Summonses are not un- 
common occurrences in the lives of 
those men and women drivers who 
do not obey the traffic rules. So the 
Arcade Shoe Store joined the police 
force and issued the summons shown 
here to its long list of prospects and 
regular customers. There was a gold 
seal and everything—all the trim- 
mings—and the summons served to 
call attention to a sale being con- 
ducted at the store. The fake sum- 
mons measured eight and one-half 
inches in width and it was 14 inches 
deep. When folded three times it 
went nicely into a long, standard size 
envelope nine by four. 











* * * 


Four Good Ideas All 
in a Row 


ERE are several mighty good 

O. P. I.’s that were gleaned in 
a chat with T. W. Lester, who man- 
ages the Six Dollar Shoe Store in 
Jacksonville. When this store was 
opened last fall, more than $1,000 
was spent in advertising. The first 
day no shoes were sold, although at 
the informal reception they held it 
was estimated that 10,000 people 
inspected the store. At any rate, 
they drank up thirty-five gallons of 
punch. 

One stunt that was used on the 
opening: The leading lady of the 
local stock company walked around 
the streets of the city, masked. To 
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all that guessed who she was, a 
theater ticket was presented. Two 
hundred people guessed right. 

Every man in the store, even the 
boss, wears a small badge on the 
lapel of his coat, which gives his 
name. This is done so_ that the 
customers can ask for the salesmen 
by name, and tends to make the visit 
to the store more personal. Another 
way to develop the personality of 
the salesmen and also to promote a 
better feeling on the part of cus- 
tomers is the putting of a printed 
folded slip into each package of 
shoes. This slip says on the out- 
side “Thank You” and on the inside 
it goes on to say: “These shoes were 
purchased from our Mr. We 
appreciate this opportunity to serve 
you,” ete. 

It is the policy of this store never 
to hold a sale, and although Mr. Les- 
ter is a keen buyer he has his prob- 
lem of moving odds and ends, the 
same as all stores. This he does en- 
tirely by the P.M. method. The 
salesmen are paid small salaries but 
receive big P.M.’s. A weekly P.M. 
check of $50 in addition to the salary 
is not uncommon. Weekly pre- 
miums also are given to those men 


41 


who make the most “Last Pair 
Sales.” The policy of having no 
sales is working out very satisfac- 
torily. 


Which Comes First— 


Style or Comfort ? 


T is the opinion of J. C. Michaels 

of the Boston Store, Milwaukee, 
that the shoe retail market will find, 
not far in the future, that it is best 
to concentrate on certain staples in 
both ladies’ and men’s footwear, and 
little fancy footwear will be brought 
out. Shoe comfort is what the pub- 
lic wants, according to Mr. Michaels, 
and style comes second. This is in 
contrast to the past, where style was 
the prevailing factor in the selling 
of shoes. Mr. Michaels said that it 
is surprising and pleasing to have 
ladies want to be fitted with a pair 
of shoes which are comfortable, and 
that this fact is going to bring about 
a change in the merchandising of 
footwear, and it will act as an agent 
for creating good will for the mer- 
chant who makes a specialty of 
proper fitting. 
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No Wonder Uncle Sam 
Appears to Be All Feet 


Washington, D. C. Nov. 18.— 
According to government figures 
based on reports by 1013 manufac- 
turers who represent 1159 factories, 
the total production of shoes during 
June was 24,889,460 pairs. 

June production included 6,542,215 

en's shoes, 8,546,428 women's shoes, 

306,827 children’s shoes, 648,034 
athletic shoes, 2,845,956 house slip- 
Pers. According to these figures we 
@re inclined to believe that our 
weaker sex consumes 2,004,218 more 


239,601 pairs more than the na- 
tional terror of footwear—young 


mer 
It is certainly regretful to note 
that we produced 1,197,922 more 
pairs of home sli rs than athletic 
shoes, which proves that we are a 
mation of tired, aching feet. Rather 





of view 


airs than our masculine sex, .and| 





discouraging from.a national point!4d 
(Copyricht, 1926, by Nathan Hack. 


Why More Women Are 
Afflicted With Foot 
Ailments Than Men 


To begin with, women belong to 
the weaker sex—physically. Women 
are jess actively engaged in ath- 
letic spurt#; women are too careless 


in selecting their footwear, com- 
ing sacrificed for outer ap- 
— ——_—_ ‘ 
h heels and short vamps that 
fogt-:ieok chic has always 
= weakness. 
eghancy, as well as the 
eriod, has always played 
h .women’s feet, due to 
ef condition, and ddded 
7 


ts 

sensible footwear, correctly 

Mtn ample support under the 
weiehft-bearing:arches, prior, during 
and after pregnafhcy may eliminate 
the vast number of ever increasing 
femialie foot sufferers who are en- 
angering ~~ a4 future generation. 








Hack’s Orthopedic Footwear Company has built up such a 
tremendous following in Detroit and vicinity that the firm gets 


out its own little newspaper. 


This is distributed among regular 


customers to keep them sold; and among a list of prospects whom 


the firm would like to sell. 


The repraduction shown here is 


actual size. 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 
Giving Positive Information 


T. LOUIS—As predicted by 

many retail shoe merchants dur- 
ing the past month, February fin- 
ished with a gain in practically all 
stores. One encouraging note 
sounded during the past week was 
an increase in the men’s shoe trade. 
In fact, during the past fortnight 
this part of the business has been 
showing an upward trend. The re- 
port is heard generally. One large 
store on the best men’s street re- 
ported its business equal to that of 
the women’s. 

All stores are displaying spring 
shoes. The windows. carry a pro- 
fusion of gray, parchment and pat- 
ent. Parchment is having a good 
demand and leads in the color field 
in a popular priced store doing a 
heavy volume. This same institu- 
tion reported grays as extremely 
slow, although featuring four at- 
tractive styles. This trend does not 
check up with that of other stores 
who report gray as being stronger. 
Patent still leads the style proces- 
sion, although the margin separating 
it from color is slight. In some 
stores they are on a par. The 
trimmed effects in patent are having 
the preference. The trimming ob- 
served on the new patterns is very 
slight. In some instances merely 
stitching. Higher priced stores are 
featuring very distinctive patterns 
in simple effects. There is a ten- 
dency toward plainer shoes noted in 
the top grade field. 


ALLAS, TEX.—The leading shoe 
houses of Dallas, concerns which 
handle only footwear and hosiery, 


Montagna’s, of Norfolk, Va., report 

wonderful success with this patent 

tie model, lizard trimmed. Montagna 

shoes retail at popular prices, rang- 
ing from $5.85 to $7.85 


are calling attention to the decree of 
fashion that no spring frock can be 
truly smart or look its best unless 
accompanied by correct shoes, which 
means footwear of color combina- 
tions which harmonize with the new 
gown or the accessories usually car- 
ried by the smartly gowned woman. 
Their windows display the fact that 
they are prepared to give the women 
any shade or combination of colors 
as well as any shoe design offered 
in the market. The shoe dealers, 
however, declare that a good many 
tans and patents in straight blacks 
or satins in blacks are being sold. 
The lighter shades of tans with 
common sense heels and toes are 
preferred by the business women. 
The regular shoe houses find an in- 
creasing demand for sport shoes or 
shoes for outdoor wear and an equal 
increase in inquiries for sandals. 
Leon Kahn’s shoe store finds one 
of its best sellers to be a rose blush 
kid with ivory overlay and gingham 
heel. Another is a steel gray kid 
with narrow silver patent trim. 
They have spike heels and short 
vamps and are of step-in design. 
Women also still like reptile trims. 
Volk’s say one of its best sellers 


Another popular price shoe is this 

oxford effect selling at $5.95 in the 

line of the Rogers Shoe Store, 

Tampa, Fla. The style pictured is 

of light colored kid with inlay of 
darker shade 


is a champagne kid with beige and 


white woven fabric inlay. It is a 
one-strap model. Another is a shell 
gray kid trimmed with flowered 
gingham and touched off with blue 
ornaments. 

The Slipper Shop says one of its 
best sellers is a one-eyelet instep tie 


of rose beige kid with trim of opal 
patent. Another is a “monkey skin” 
vamp with quarter and heel of pat- | 
ent. Both have high heels and short 
vamps. 


OCHESTER, N. Y.—William 
Eastwood & Son Co. are featur- 
ing ladies’ -walking shoes in two 
comfortable looking models. One is 
a high cut oxford while the other is 
fitted with two straps and cut to 
give the effect of a French round toe. 
Both shoes are made on the East- 
wood 104 last and are designed for 
comfort and style. In all there are 
six smart models, priced from $8.50 
to $12.50. 
La Tours, 57 East Avenue, is fea- 
turing a very smart one-strap slip- 
per called the Orchid. It has a high 


A $5 seller in Tampa—pump style 
with ornament and cut-outs—in the 
accepted light colors of kidskin. 
From the line of the Five Dollar 
Shoe Store, 412 Franklin Street 


French heel and low cut throat and 
is offered in patent colt skin with 
gray kid underlay on the quarter 
and strap. This color combination 
is offered for $10.50, while for 
$11.50 the customer may have the 
same slipper in bois de rose kidskin 
with mesh underlay on quarter and 
strap. 

The B. Forman Co. shoe depart- 
ment is advertising advance models 
for spring, featuring four very at- 
tractive models at $10, $12.50 and 
$14.50. They include a slender pa- 
trician slipper in three tones with 
choice of parchment kidskin trimmed 
with parchment lizard effect “calf- 
skin; gray trimmed with dark gray 
calf; and brown kid trimmed with 
cherry patent leather. Another at- 
tractive model is an oxford which 
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has long rectangular eyelets, a slen- 
der vamp, a medium heel, and parch- 
ment color. The vamp and quarter 


are piped with a contrasting shade. 


POKANE, WASH.—At the Cres- 

cent’s shoe department five styles 
vie for leadership. They are the 
“Eigin,” in rose blush tan touched 
with gold and tan on alligator trim, 
and in black ooze with dainty flower 
trim of patent leather; the “Pons 
Oxford,” an _ exceptionally smart 
} shoe of water lily kid with parch- 
ment kid and waist band of gold 
shark skin; the “Gitana,” of digni- 
fied simplicity in patent leather with 
gray trim and water lily and rose 
blush trim; the “Nouvelle,” in simi- 
lar colors; and the “Libra,” in a 


A simple one-strap of patent with 

sjike heel finds favor with the cus- 

tomers of J. M. High & Co., At- 

lanta. This model is called the 

Prado and comes also in black satin, 
at 


wider choice of leathers and colors: 
patent leather at $15; black satin, 
$15; fine black kid with lower heel, 
$14.50; brown satin, $15; and Java 
lizard calf at $16.50. 


ITTSBURGH, PA.— ‘Opera 

pumps are exceptionally strong 
just now,” says J. B. Marston of the 
ladies’ shoe department, Rosen- 
baum’s Department Store. “Colors 
sold exceptionally well until the re- 
cent lasting snowfall. I believe all 
the way up until June we will see 
the biggest sandal year ever expe- 
rienced in the shoe business, and I 
believe the open-shank shoe is go- 
ing to go very well during those 
months preceding the summer sea- 


Men’s shoes are showing signs of 
life. Robert’s Boot Shop of Tampa 
finds the medium round toe the best 
seller in both black and tan. A 
popular priced style 


son, having already begun with con- 
siderable impetus.” 


OLUMBUS, OHIO—Joseph M. 
Ryan, manager of the shoe de- 
partment of The Fashion, discussing 
conditions in the retail trade, said: 
“We have been showing spring 
styles for some time and, with good 
weather, have been doing extremely 


B. H. Dyas Co., operating the Ville 

De Paris in Los Angeles, feature 

this sandal model in gingham kid 
contrasted with water lily 


well on all lines. We find that col- 
ored kids are the best sellers for the 
spring season. They come in parch- 
ment, blondette and rose blush, as 
well as gray. All these shades are 
moving well, but, on the other hand, 
we are selling quite a few patent 
leathers. Patents are still showing 
considerable popularity. In the 
fancy leathers we are selling a good 
many cut-out oxfords and straps. In 
patents, the best sellers are pumps 
and one-strap effects. 

“Heels are about 20/8 and of the 
spike shape. That height is proving 
the most popular, although many are 
asking for Cuban heels at 14/8. As 
to lasts, we find that 80 per cent of 
the buyers are asking for the me- 
diim toe, while there is a good 
sprinkling of demand for the ex- 
treme French lasts. 

“Sport shoes are not moving very 
well so far, although it is too early 
to expect much in that line. We are 
showing a large number of golf and 
out-door shoes in calf and elk, mostly 
combinations—brown calf with 
white elk, and black calf with white 
elk trimmings.” 


LEVELAND—A. S. Jaffe, man- 

ager of the Father and Son 
Shoe Store, 220 Prospect Avenue, 
anticipates light colors in brogue 
style for men during the summer 
season. “Flyweight” oxfords are 
also expected to get a big call this 
year. Wide toes are highly sought 
at present and rubber heels get an 
almost unanimous call. Tans are 
the big sellers, while blacks have 
been going fairly well during the 
winter months. Mr. Jaffe reports 
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Charles D. Cline, of Los Angeles, 

shows this graceful tie model in a 

variety of light materials. He spe- 
cialises in stage vamp footwear 


an increase during the month of 
February. The present tendency 
seems to be toward fancy shoes. 

The French, Shriner & Urner 
shoe store, which opened up at 1935- 
45 East Ninth Street about two 
years ago, has shown a gradual in- 
crease in business. February, 1927, 
showed a 50 per cent gain over the 
same period of 1926. Medium tans 
are the big sellers in men’s shoes. 

A. W. Laetsch, manager, antici- 
pates a big year for golf shoes. He 
likewise looks for increased use of 
featherweight oxfords for street 
use. 


NOXVILLE, TENN.—lIn spite 

of the advanced spring num- 
bers the Kennedy Boot Shop is show- 
ing, the demand for patent continues 
steadily. According to the manage- 
ment, this can be accounted for 
partially by the difficulty in keeping 
the lighter shades cleaned in this 
city. Short vamps and round toes 
are favorites and both features are 
introduced in two patterns of the 
“Black Bottom” shoe which has just 
come in. Buckles are enjoying a 
good season—the larger and more 
elaborate being the most popular. 
Shoes showing the painted heels are 
popular and a pattern combining a 
tan kid with gingham plaid is a 
favorite. 

Frank Gillespie, of the Gillespie 
Shoe Co.; predicts a good gray sea- 
son in kids and is showing a delicate 
gray in a one-strap. 


The “Waukenphast,” one of the new 

light-weight shoes for men. In black 

box calf it retails for $14.50; in 

Russia and French calf at $16, and 

in Willow calf at $15 in the Mans- 
field store, Philadelphia 
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IN STEP WITH 


THE MODE 


The use of color in 
footwear this season has 
brought: about a true 
sense of good color 
taste. To see this sub- 
ject handled in masterly 
fashion you have but to 
view BAKER shoes for 


*““DOLLY”’ Spring. 


In the “Dolly” tor ex- 
ample, we combine 
patent leather in vamp 
and quarter with -a 
saddle of violet shade 
kid. Violet is at pres- 
ent a very popular 
shade and the right 
touch of it in the right 
spot, presents just the 
right effect. 





GEORGE W. BAKER 
. SHOE COMPANY 


— 
~~ 


™— 
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' , Y ITH spring definitely here, both 
by the reckoning of the calendar 

and the weather, color is begin- 

ning to play a more important part in the 
scheme of woman’s dress. While the 
wave of black is making a deep impress 
in costumes, brighter weather is bring- 
ing out the more colorful effects. Im- 
portant in the spring color tones is violet, 
in a multiplicity of shades from the deep 
Parma to the lighter tones, and frequent- 
ly into the reddish violets. Violet shades 
have been seen in smart places in millinery 
and in afternoon and evening frocks. 


fabrics 





Chiffon afternoon frock in red 
violet tone, from Lord & 
Taylor. The deep violet shades 
are usually developed in sheer 
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yp 
ilk and kasha. Bright yellow 8 
asha sleeveless jumper. Sleeves 
Sd finely pleated skirt of yel- fil i 
ow crépe de chine. Imported HA Wi 
by B. Altman & Co. th 
N Mt 
They are not so much used for sports 
wear as in the more formal costumes, 
however, and for afternoon and evening 
dresses the violet shades are developed 
mostly in sheer fabrics, such as the fine | 
crépes. 
One of the most important of all | Bright 
fashion notes for spring is the bloused | colors in 
| dress de - 
mand shades 
of harmonizing 
hue in footwear. 
With the hand of 
the master, Lax & 
Abowitz have fash- 
| ioned the ‘“Gwen”—a 
ed Bolero effects ~ | shoe of pleasing design 
= ye “ee a fon that will go exceedingly well 
er dress from Lord | with a light colorful costume 
eu te Hoge # V4 of the semi-sports type. 
fon and lace frock The leathers shown are créme kid 






from Saks - Fifth 
Avenue 






—a new shade—combined with tree 
frog to match, the same presenting 
a very striking effect. 

















Red and Black 


A color combination 
fast assuming pop- 
ularity both in hats 
and costumes. Fa- 
vored recently at 
smart southern re- 
sorts and excellent 
now for town wear. 


The “Petite” here 
shown, conforms 
wonderfully with 
this combination. It 
appears in patent 
leather with red kid 
pleats on quarter 
under which is in- 
serted a strip of 
gold kid; the same 
effect being worked 
out in the chic little 
bow. The pleats 
also emphasize an- 
other very definite 
tendency in femi- 
nine dress. 
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waist, or bolero effects. These are used 
not only in the two-piece sports costumes, 
but in the more formal one-piece dresses 
as well. It is in the sports costumes, 
however, that the bolero or jacket effect 
finds its widest development. Jumper 
costumes are extremely smart. Most of 
them are developed in jersey or kasha, 2 
the jumper being of the sleeveless type 
and about hip length, with the sleeves and 
skirt of silk, principally crépe. This gives 
an opportunity also to develop the com- 
posé idea, the jumper often being of a 
lighter shade than the skirt and sleeves, 
and trimmed with the material of which 
the skirt is made. 

In the matter of costume trimmings 


gr te da 











A black crepe dress from 
Saks-Fifth Avenue, with 
diagonal tuckings. Be-| { 
low, the new vogue in 
red hats is exemplified in| 
this one of felt, with a 
ridged crown 
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A rimless ribbon hat in the 
smart Parma violet shade seen 
at Sherry’s 








“Pennington” | 
Shades of violet are i} ¥; 
seen in marked pro- | 
fusion in the dress im- 
ports arriving daily. | 
These tones will un- | 
questionably predomi- 
nate in Spring attire. 


bows still hold first place. They are 
seen in profusion on dresses and millinery 
and are carried out in shoes with dainty 
tailored or crushed bows. Bow knot 


$ from | 4 


e, with| 
, Be 
gue in} 


ified in © 


with a} 


jewelry has again come into its own. 
Panel treatments, frequently tucked, are 
used to add smart details to many cos- 
tumes, and recently there has appeared 
the diagonally tucked treatment, which 
achieves a smart trimming effect. 





























To enhance the charm 
of this new vogue, we 
show the “Penning- 
ton” in leathers that 


become increasingly | 


smarter —water snake 
with pin seal morocco 
trim, both in a violet 
tone. 


Note also the distinc- 4} | 


tive touch which the 


small side buckle lends }) i 


to this shoe. 











n \ In this sports costume, the 
X skirt is of green crépe and 

the wool jersey jumper is of 

lighter green. The futuristic 

appliqué in the jumper is the 

same green crépe as the skirt. 

A Jane Regny model imported 

by Franklin Simon & Co. 


























Talk of black shoes replacing or displacing 
colored footwear for the spring and summer of 
1927 season has reached such proportions as to 
demand some word of authority. This has been 
given by John C. McKeon, chairman of the color 
card committee of the National Boot and Shoe 
Manufacturers Association, and John Slater, 
who serves the National Shoe Retailers Asso- 
ciation in a similar capacity, in the following 
statement: 

Much conjecture is in the air pertaining to 
the question of colors in footwear for the retail- 
ing period of May and June. There is some agi- 
tation and some practical provision for blacks, 
the combination of black and white, also a grow- 
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Color Will Rule in Spring 


ing interest in the use of the time-honored 
classic white, both for all-over shoes and with 
colored trimmings, but in a general way it is 
anticipated that the colorful season decreed for 
this period will continue right through the 
spring into mid-summer, and with some modifi- 
cation of tones, be a definite factor in the style 
program for early fall. 

“It is assumed that such interspersement of 
the combination of black and white, and foot- 
wear with uppers of all black—regardless of 
the character of material—will be but an inci- 
dent and can be looked upon in the nature of 
extra business and have no interfering effect 
upon the retail provision of colors.” 

















Giving Men What They Want 


The storekeeper could have stood in 
his front door and watched the pass- 
ing throng, thereby getting an ex- 
cellent idea of the likes and dislikes 
of the men by looking at their feet. 

It is a good rule to remember that 
men wear the kind of shoes they 
like. Therefore, the kind of shoes a 
merchant sees going past his store 
are the kind of shoes the wearers 
like and will be most apt to buy 
again. Nine-tenths of the men who 
passed this store wore dark brown 
kid shoes of very plain styles. They 
were not the least bit interested in 
the window display set before them. 
They glanced briefly but did not 
linger. Never did one of them come 
into the store. That store is out of 
business today. 

On another side street in the same 
city there is a store with a wise man- 
ager who knows his market. He 
studied it many days before he 
opened up business. He learned that 
his potential customers were mostly 
youthful, mainly taxi drivers, truck- 
men, active outdoor men, hard work- 
ers, men who buy heavy shoes to 
wear while engaged in their daily 
tasks, but eager for all the new jazz 
stuff when they “step out” in the 
evening. This store carries two dis- 
tinct lines. One for the men’s day- 


time occupations and the other for 
their night-time pleasures. Good 
business is noted there all the time. 

Still another store in a section of 
the city where staid business men 
are found carries nothing but shoes 


[CONCLUDED FROM PAGE 31] 


of the dignified, tailor-made kind. 
Mostly black kid or calf, plainly fash- 
ioned, round-toed lasts, calculated to 
catch the eyes of conservative dress- 
ers. That store is doing well. 

In a big store that does business 
with all classes there is a men’s de- 
partment so cleverly designed and 
so skilfully managed that its daily 
sales show constant increases. This 
department is club-like. There is no 
stiffness or formality. There is 
nothing to suggest a shoe store. You 
might be in the lounging room of a 
high-class club for all the furnish- 
ings and seating disclose. There is 
a big fireplace. There are big, roomy 
leather chairs and settees, smoking 
stands, magazines and newspapers 
on the tables. When a man enters, 
a salesman approaches him and in- 
vites him to be seated. The latest 
magazine or paper is brought and 
placed at his elbow. He is not “high- 
pressured.” If he wants shoes he 
can have them. If he wants to sit 
and smoke he may do that. After 
a time he feels at home and the sale 
of shoes follows with ease. 


OU hear very little complaint 

from shoe mer who have given 
thought to their market. Ask the 
shoe man who knows his trade if 
business is good and you will get an 
affirmative answer every time. They 
will tell you that while the volume 
is not large they are showing nice 
gains and increasing their scope. 
They are gradually building up a 


clientele that broadens from day to 
day. 

One of these shoe men summed it 
all up recently in a few words: “Most 
men’s stores,” he said, “are trying 
to do too much. They are not con- 
tent with a comfortable business 
that goes along nicely and increases 
gradually. They want it all. They 
want all the six dollar business. 
They want all the sixteen dollar 
business. They have a range of 
prices that runs all along the line. 
They try to sell shoes for six, six- 
fifty, seven, seven-fifty, and so on 
with a dozen and a half prices. You 
simply cannot do that kind of thing 
and make money. I have built this 
business with only three prices 
eight-fifty, ten-fifty and twelve-fifty. 
Once I was tempted by the craze for 
six dollar shoes. I put in a big stock 
but I sold it out at four-ninety-five. 
Never again for me.” 

There you have the whole matter 
boiled down into a few short sen- 
tences. A store must either special- 
ize or bust. You cannot sell high 
grade and low grade in the same 
place. Men who want six dollar 
shoes will not go into a store that 
offers shoes at six and sixteen. 

Even the chain stores that once 
made a specialty of shoes at a low 
price show signs of grading up. One 
big one that started selling at $5.85 
has added shoes at $7. Another that 
sold men’s shoes at six is now get- 
ting into the eight dollar grades. 

Some shoe men are thinking. 
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Ankle-Fashioned Oxfords 


| for Well Dressed Men 
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Fashioned by 
Master Craftsm en 
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HROUGH mo 


ing Agencies, “TR 
provide the shoe merchant 
post sizing-up service unequalle 
in the United States. And coupled 
specialized service is a complele compreh 
al advertising campaign which brings the 


BUILDER message into nearly 3,000,00 
Build trade with “TRADE BUILDERS!” 


Trade Builder Publicity Program 
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n Forty Regional Warehous- 











BUILDER SHOES” 
an overnight parcel 
ny line of shoes 


this highly 
















Maine 13,113 
Maryland 10,859 
Massachusetts 32,366 
Michigan 83,959 
Minnesota 101,441 
Mississippi 45,333 
Missour1 155,574 
Montana 20,670 
Nebraska 82,310 
Nevada 2,216 
New Hampshire 4,387 
New Jersey 41,022 
New Mexico 9,962 
New York 83,683 
North Carolina 44,037 
North Dakota 28,939 
Ohio 158,413 








Oklahoma 95,849 
Oregon 16,044 
Pennsylvania 156,896 
Rhode Island 7,927 
South Carolina 45,197 
South Dakota 34,950 
Tennessee 46,512 
Texas 212,062 
Utah 4,240 
Vermont 8,591 
Virginia 28,920 
Washington 74,794 
West Virginia 26.114 
Wisconsin 130,346 
Wyoming 6,457 
Grand Total 2,987,380 





Alabama 60,789 
Arizona 5,870 
Arkansas 70,456 
Califorma 78,919 
Colorado 30,647 
Connecticut 7,506 
Delaware 4,422 
Dist of Col §,628 
Florida 31,473 
Georgia 52,343 
Idaho 16,213 
Illinois 336,815 
Indiana 115,424 
lowa 131,986 
Kansas 118,961 
Kentucky 45,524 
relive Mee” Louisiana $1,221 
ALBANY,N Y 
Smith & Herrick Co 
ATLANTA, GA 


Gramling Spalding & 
Collinsworth 
BINGHAMTON, N Y 
Binghamton Shoe & 
Rubber Co 
CEDAR RAPIDS, IA 
Cedar Rapids Rubber Co 
CHICAGO, ILL. 

H_ Brandt & Sons 
CHICAGO, ILL 
Keehn Bros 
CHICAGO, ILL. 
Pennington Trade Builder 

ioe Co 
CINCINNATI, OHIO 
The Marks & Stix 
Shoe Co 
CLARKSBURG, W VA 
Hoffman Shoe Co 
CLEVELAND, O 
Geo W Greber Shoe Co 
DENVER, COLO. 
Lawrence M_ Purcell Co 
DETROIT, MICH 
Brandau Shoe Co. 
DUBUQUE, IA 
Lantzkv-Allen Shoe Co 





FORT WORTH, TEX 
Hinckley-Tandy Leather 
Company 
HUNTINGTON, W Va 
The Jeff Newberry Co 
INDIANAPOLIS, IND 
Crowder-Cooper Shoe Co 
KANSAS CITY, MO 
Jones Leather Co 
KEOKUK, LA 
Bode-Larson Shoe Co 
LINCOLN, NEBR 
Branch Bros. Inc 
LOS ANGELES, CALIF 
Chapline-Lambert Co 
MEMPHIS, TENN 
Wm. R. Moore 
Dry Goods Co 
MINNEAPOLIS. MINN 
Dodson-Fisher Co. 
NASHVILLE, TENN 
Murray-Dibrell Shoe Co 
OMAHA, NEBR. 
Hayward Shoe Co 
OSHKOSH, WIS 

* H C. Roenitz Co 
PEORIA, ILL 
WwW O. 
PHILADELPHIA, PA. 
Bell, Walt & Co., Inc 
PITTSBURGH, PA. 
Newell & Schneider Co. 


Ireland Co , Inc. 


Regional Warehousing Distributors 


PLATTSBURGH, N. Y 
E. @ Moore Co., Inc 
QUINCY, ILL. 
Gordon Shoe Co. 
RACINE, WIS 
A Kuehnemann & Son 
ROANOKE, VA 
Griggs-Paxton Shoe Co 
SAGINAW MICH 
Melze Alderton Shoe Co 
SEATTLE, WASH 
Forester Shoe Mfg. Co 
SHREVEPORT, LA. 
Robert F Jenkins Co 
SPOKANE, WASH 
Adams Leather Co. 
SIOUX CITY, IA 
C A White 
SPRINGFIELD, MASS 
McIntosh Company 
STOUGHTON, WIS 
Stoughton Shoe & Leather 
Company 
TOLEDO, OHIO 
The Ainsworth Shoe Co 
VICKSBURGH. MISS 
Bock-Fischel Dry Goods 
Company 
ZANESVILLE, OHIO 
Palmer Shoe Co 


MT. SHAW Jxcorporated 
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‘Where can you find an tee ee, ; “Bul I (der 

acher shoemade like this § j.- j.. 4 —liTZ@iiiness-—scceene: Sel 

co retail profitably at $5.00? ‘ ag N E. a 


“Trade Builders” with their built-in merchandising features are rapidly 
finding a place in all stores where $5.00 shoes are sold. 


Our latest achievement is the addition of TRADE BUILDER STEEL ARCH SHOES. 

Black and Brown Kid Shoes and Oxfords to sell at $5.00! Something that’ll 

make people talk about your store. These TRADE BUILDER STEEL ARCH 

shoes are orthopedically correct. Fhey are made over a specially constructed 

last that insures maximum comfort. The shank is a special-ribbed steel arch— 

and we have made the shoe so that anyone can SEE and SHOW the STEEL ARCH! 
Built especially for men with tender feet who demand a soft, easy fitting, 


light flexible shoe that will stand a lot of hard knocks, these styles have 
become the biggest selling numbers in our TRADE BUILDER line. 


SHOES $3.50 , ‘OXFORDS $3.35 
Pacific Coast . $3.65 These are established wholesaler prices Pacific Coast . $3.50 


5% TRADE DISCOUNT. Me gq Salesmen will accept your order for three dozen or more, in 12 pair units of a 
/0 style, for factory shipment, f. o. b. Racine, Wisconsin, to any point in the United States with a 5% Trade Discount, 

making a net price to you on shoes at $3.32! and Oxfords at $3.18%. 
-. Toe WTS AY 


$40 W. % IST: 
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RACINE ~ WISCONSIN 
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New spring Patterns} 
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AA229—“Brownbii 
Women's pastel parchment calf Dream 
two eyelet tie, Rumania calf trimming, 
single sole, 19/8 covered wood spike 
heel, imitation turn, Letty last, AA-C, 
2448.— $4.85 














AA228—"“Brownbilt™ 
Women's patent Dream two eyelet 
tie, rose cubist tri single sole, 
19/8 covered wood spike heel, bd 
i ee Letty last, AA-C, 2 




















Women’s pastel parchment ce Darli 
sandal, paisley patent trimming, Frenc ach 
corded, kid lining, 19/8 paisley cov 
wood spike heel, imitation tum, 
Letty last, AAC. 2 48.— $4.35 


é MANUFACTURERS 


Dainty 
“Appealing 
Styles 








AA232—"Brownbilt™ 
Women's patent Vallie strap, blue and 
valencia trimming, single sole, 
17/8 covered wood spike heel, imi- 
tation turn, Elegante last, AAC, 
24%48.— $5.00 





bilt™ 


| G 











AA233—"“Brown’ 
Women’s paste! parchment kid Vallie 
strap, percale trimming, single sole 
17/8 covered wood spike heel, imi- 


Seem ae. Elegante last, AAC, ON TH E 


FLOOR 








RE 
TO 










slin Brownbilt’ 


9S [GOWNQTIIN 


S | ST. LOUIS, U. S. A. 





AA230—"“Brownbilt” 
Women's patent Merrio strap, pelican 
trimming, sin sole, 13/8 covered 
wood box heel, imitation turn, Daisy 
last, AAC, 24%8.— $4.85 









lEvery One 











AA226—"Brownbilt” 
Women’s pastel parchment kid Margie 
tie, chagrin suede trimming, single 
sole, 19/8 covered wood spike heel, 7 
imitation turn, Letty last, AAC, ( 
21¢8.— $5.35 f 


























AA227—*Brownbilt” 
‘ Women's grey kid Margie tie, blue and 
grey Valencia trimming, single sole, 19/8 
+ RE ADY covered wood spike heel, imitation 
- turn, Letty last, AAC, 2448.—$5.35 


| TO SHIP 














oe 







ohoes 


. AA231—*Brownbilt™ 


Women's pastel parchment calf Merrio 
orrap, paisley trimming, single sole, 
13/8 covered wood box heel, imitation 
turn, Daisy last, AAC, 244-8.— $5.00 




















— en wry 
- AA225—"Brownbilt” ( - 
| Women's pastel parchment kid Flora 


pump, paisley trimming, single sole, i 
19/8 covered wood spike heel, imita- . 
tion turn, Miami last, AAC, 244%. 

$5.35 
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AA224—"Brownbilt™ \ = 


Women’s patent Flora pump, valencia 
| trimming, single sole, 19/8 covered 
| wood spike heel, imitation turn, 
Miami last, AAC, 2148.— $5. 


} 
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Pep is What men 
want in their shoe 
colors for spring. 
Pep is what they 
get in Rueping’s 
No 1l2 Burma, Ne 
179 Stroller Tan,Ne 
126 Valencia Tarn 
and Nell Oriole... 
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Ne179 Stroller Tan 


These distinctive 
shades are big sell 
ers and safe buys in 
Ruepings Winnebago 
---a fine natur 
grain calf witha 
flat box board in 
a bright finish- 
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Branches : Doste Chicago San Francisco incinn 
Milwaukee " Me ntreal St. Louis New York 
Northampton, England Parts, France Frankfort, Germany © j; 
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Stock J noe No; 9201 
Made of Ohio Color No.2 Calf 
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Bob Smart Shoes 


| Ave Smart Shoes Z 






The merchant who concentrates on 
BOB SMART Popular-Priced 
Young Men’s Style Shoes is al- 
ways in position to take care of the 
demand by the young trade which 
wants the very latest in footwear. 


















No. 2492—Men’s..Tan 
Armour Ivory Kip 
Plain Toe _ Blucher, 
Creased Vamp, Brae- 
more Eyelets, Full 
Grain Quarter Lining, 
Flanged Rubber Heel, 
Dirigible Last. Sizes 
6 to 11, B, C and D 


Choice territories now open for real Widths. 








salesmen. See “want ad.” 
$3.35 


IN STOCK 


BOB SMART SHOE Co. 


MILWAUKEE --°*+ WISCONSIN 
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Wreyham Tower of the Harkness Memorial 
Quadrangle at Yale. 





OLLEGIATE STYLES... with ¢ 
the “flare” of patterning tha 







makes the young fellow look « 
them in your window . . . and th jprofi 
“snap” of clean workmanship that make Stock 


him buy them. small 


On his feet . . . their fine quality 0 f yo 
leather and right fitting lasts . . !" the 
«make them wear well and stay loolf™*Ss - 


ing good . .. so the buyer is satisfiec plete 


Style No. 31—Sunshine Tan Calf; 
Brute last; soft box toe; Iron Tread 
heel. In stock A to D widths $3.88. 
Style No. 131—Same as No. 31 in 
Black Calf. 








MARION, INDIANA 
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ARION COLLEGIATE 
STYLES... are sold to 


you at a price that makes 


. with 
z thai 
ook 2 
id th@profits certain. The on-the-minute ‘In 















makegstock”’ service assures a quick turn on a 
small investment. 


’ 


lity a f you haven’t yet “‘hit your stride’ 
s . .po the men’s and young men’s busi- 


y LoolfMess - . « write us today for our com- 









, ee ” Style No 36—Sunshine Tan 

‘shepplete catalog of “‘best sellers. Calf; Brute last; Dryden Rubber 
itis 

heel; soft box toe; Mahogany 

Piped Tip and Mahogany Edge. 

In stock A to D widths—$3.88. 

Style No. 111—Companion style 






in Black Calf. 


ARION SHOE COMPANY 


(a 


os 


MARION. INDIANA Np 
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OULD you attract youth to 
your store and serve it with 
the styles that it appreciates? 








Then consider the Munroe Shoe 
Company as your source of perpet- 


ually youthful styles. 






The success of our dealers is ample 
evidence of our own success in mak- 
ing beautiful shoes for fastidious 
women of youthful taste. And there 
are more such women today than 
ever before. 


Picture the Profit. 


MUNROE SHOE COMPAM 
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PICTURE 
THE PROFIT 


NAUBURN, ME. = fs0°tPcetn St. 
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OUR men in five buy and No. 781 
wear shoes that retail at $5.00 
or $6.00. | solid leather construc- 


Tan Bal Oxford, 100% 


It is in that grade where the av- tion, 9 Iron Oak Bend 
Outsole. C and D 


erage shoe merchant finds ‘sales seg 
: Widths in Stock for im- 
volume’... makes the turnover suilians delete, 


which means profit. 

The Herman line of Hollowell 

Made men’s shoes have the style 

and the quality which will build Danna 


business. 


A 24 hour ‘in-stock’ service en- 

NET—30 DAYS 
ables you to operate on a small 
stock for quick turnover. 


9) OSEPH M HIERMAN SHCE (. 


MILLIS - MASS. 











March 19, 1927 BOOT AND SHOE RECORDER 


‘ 


Stock No. 0022 
DELMAR 


Golden Brown Kid Oxford 
iron Sole Rubber Heel 
s and Widths 
AA/AAA, 8 tol2 
AA/AA, 72 to 13 
AA/A, 7 to 13 
E 3, 6 tol3 
: 5 tol3 
to 13 
to 12 


Stock Number 021 


The same in high with 12 
Sole 


Sizes and Widths 
AAAA/AAA, x 
AAA \ 

A 


AA, 
AAA/A, 
A/B, 


E are pleased that our in-stock department has proved its usefulness 
to our dealers in the small towns as well as the large cities. We now have 
twenty numbers in stock; two are illustrated. Concentrate on the Stacy- 


Adams line and see what a profitable business can be developed. 


The Stacy-Adams Company has the distinction of being the only manu- 


facturer of Men’s Custom Grade Shoes using a Union Stamp. 


ock No. 
Stock No. 0030 STACY-ADAMS COMPANY 


Black Russia Calf Oxford Brockton Mass 
9 . 


11 Iron Sole Rubber Heel 
Sizes and Widths 

AAAAA/AAA, 7 

AAAA/AA, 

AAA/A, 

AA/B, 

A/C, 

B/D, 

C/E, 


% to 12 * 
to 12 Our Spring and Sum- 
9 . 
- . mer catalogue is ready. 
to 12 May we send you one? 
to 12 
to 12 


MUA GWUS 


a 


Stock Number 0023 
The same in Medium Tan Calf 
xford. 
Sises and Widths 
A/AAA, % 
/AA, 
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The “SKOKIE” 


Style No. 25. Ruepings Kin-Kin sport Elk, cork color, trimmed 
with light tan Collegiate Grain. Dryden sport soles with full 
doubles. Swagger Last 

In-stock 


Ato D 


I 
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The “STADIUM” . 


Style No. 35. Galluns Aztec Calf. Salmon color No. 37. An 
attractive design in the season’s newest and most popular shade. 
Chuck full of quality and carried 


In-stock 
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Billiken 


Answering the Demand 


Many have attempted to 
imitate but none have 
been able to duplicate 
Billiken shoes, for they 
have that subtle, indefin- 
able something which in 
people is termed person- 
ality and in merchandise 
character. This gives 
them an irresistible ap- 
peal to young America, 
which makes them rapid 


sellers and automatic re- 


0739— Ladies’ Billiken Patent Leather Edna 
3-eye Tie, Stone Satyr Trimmed, Goodyear Welt, peaters. 
12-8 Leather Heel, Rubber Tap, Collegiate Last, 





O78S7—Ladies’ Billikem Patent Leather 
Genevieve 1- -strap Sandal, light Goodyear Welt, 

2-8 Celluloid Covered Heel, Collegiate Last, A, 

ae ae We Gh, UE ce dccceweunscoene 83.95 
078S—Same Style and Sizes in Peachwood Calf 
with Parchment Link Quarter and Parchment 
Eau Ooveees 12-6 TG... ccccvcccsves 83.95 





By Bares BD ORE DG, Dees oc cccascscsed $3.85 
0719—Same Style and Sizes in Rose Blush 
Calf, Stone Satyr Trimmed....... ... 83.95 





0702---Ladies’ Billiken Pastel Parchment 
Cora Step-in, Rumanian Calf Ornament, Good- 
year Welt, 12-8 Square Covered Wood Heel, 
Collegiate Last, A, 3%-8; B and C, 2%-8, 
$3.95 
0793—Same Style and Sizes in Patent Leather 
with Ivory and Patent Ornament. 83.85 


0754-—Misses’ Billiken Rose Blush Calf Janet 
l-strap, Mesh Trimmed, Goodyear Welt 1 
Rubber Heel, Trudger Last, B, C and D, 1 





8.00 
Page aes Same, Spring Heel, C and D 
EE Sob ea choad dee tad hake 82.60 
O754—Same Style in Ladies’ Sizes with {-8 
. Heel, A, 3%4-8; B and C, 2%4-8........%3.60 
O0723—Ladies’ Billiken Patent Leather Olga O7S9—Same Style and Biase in P ate nt Leat! 
l-strap, Rumanian Calf Underlay, Goodyear Stone Satyr Trimmed, Lac 2 $3.35: 
Welt, 9-8 Leather Heel, — beets Fairmont Misses’, 12-2, $2.90; “Child's ‘814-1 l, 
Last, A, 344-8; B and C, 2} . B3.50 2.60. 


Prices Subjeci to 





O0735—Ladies’ Billiken Patent Leather Hester 


8S-eye Tie, Stone Wave Trimmed, Goodyear Welt, 
8-8 Leather Heel, Rubber Tap, Portland Last, 
os. oe Be SS eee 83.50 a 


0735—Misses’ Same, % Rubber Heel, Trudger 
a ae a Oe CN BeBcac er enceseceees 83.00 
= wr? Child’s Same, Spring Heel, C and PD, 

ae Pe Pals ee eee $2.60 


O717—Ladiew, same i Se ae Eee ON, These Shoes Also Stocked by CRADDOCK-TERRY CO., OF 


Stone Wave Trimmed, A, 3%-8; B and C 
EE ittlacg sate 46S hwo 9 ess. 0b T6'S eea'OoineN 83. 60 























O74 


eye 
O74 

$14-1 
O74 
O71% 
Blust 


Sizes, 


) 
a] 


ol rT BT 
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The Miracle Shoe 
of 








id | of Bubbling Youth 


dt | Billikens have _ flexible 
'oak soles, grain leather 
icate | counters, best quality 
they | upper leathers and linings 
lefin- | and are made in St. Louis 
h inf by highly skilled city 
rson- | shoemakers. Billikens 
idise — are not country made 
rives | shoes — they are built up 
ap- f— to a standard for those wit 
rica, who want the best—and O797—Ladies’ Billiken Patent Leather Rubs 


eyo Stone Wave Trimmed. G vive “ar Welt, 


apid | THEY ARE REASON. 255i ety ft" ag 
; ABLY PRICED. O7M7—Misses’ Same, 14 Rubber Heel, Trudger 


Last, C and D, 12-2 


7i3—CcChild’s Same Anti-trip 
11% . : 








Last, B, C and D, 12-2 . $3.00 
OT9T—Child’s Same, Spring Heel, © and Dd, 
14-11% Rie onape ; . $2.60 


O799—Same Style, Sizes and Prices in Patent 
Leather, Black Satyr Trimmed 





Kage 0745—Misses’ Billiken Tan Calf Hester 3 
po eye Tie, Stone Wave Trimmed, Goodyear Welt, 
83.00 % Rubber Heel, B, C and D, 12-2......83.15 
( ) ee 4 —( d’s, Ss Ss Spr »e ) 
Fe a a Oe Hes. oe 709— Misses’ Billikem Tan Calf Lou Blucher 
Oxford, Stone Wave Trimmed, Welt Sewed % 
th 9-8 - ll x ° 2o= Rubber Heel, Chubby Last, C and D, 12-2.83.00 
833.60 0745—Child’s Same, D, 5-8............ 82.35 
709—Child’s Same, Anti-trip Heel, D, 81%4-11%, 
eather O717—Same Style. Sizes and Prices in Rose ‘S2.75 
BSB.85: Blus h Calf, Stone Wave Trimmed, also Ladies’ 
,-11% Sizes, A, 34%4-8; B and C, 2%4-8.......83.60 7OT—Same Style, Sizes and Prices in Patent 


Leather, Stone Wave Trimmed. 


Change Without Notice 





C and D, 24%-5% 








4320—Youths’ Same, D, 12%-2 


OREGON, Portland, Oregon, at Same Prices Plus Freight 4220—Little Gents’ Same, D, 





The Twentieth Century 


7 13— Misses * Same, 14% Rubber Heel, 


lleel, 











713—Ladies’ Billiken Patent Leather Challis 

4-eve tie, Stone Satyr Trimmed, Welt Sewed, 8-8 

Leather Heel, Rubber Tap, Spotlight Last 
21-8 


B 
S.35 


Chubby 
82.90 


D gS 


82.60 





71S—Ladies’ Billiken Tan Calf Patricia 4-0) 
rie. Badger Grain Trimmed, Welt Sewed, S-S 
Leather Heel, Rubber Tap, Spotlight Last, I 
( and D, 244-8 RS 
71s Misses Same 1% Rubber eel Chubby 
Last, © and D, 12-2 S2.85 





SHOE CO., St. Louis. .... a a 


Welt, 44 Rubber Heel, King Din Last, 


3.25 


82.75 
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By The WEYENBERG STYLE GUILD 
F Resi” 








if si Fashion has Decreed That 
lice Two-Tones, be Favored for 
Dress as Well as Sport. 


geen shoes of this type will be sold in 
popular priced grades this season than 
in all seasons previous. 




















| 
In a master stroke the Style Guild promptly | 
took the lead in designing and producing a 
line of sport shoes outstanding in length, 
beauty, and price. Their judgment is exact. 
These styles are dictators of Spring sales. 
Write for illustrated folder today. 


No. 690 — A Sport style by 
the Guild. Our Par-Game 
Golf Oxford. Bordeaux 
trimmed Sahara with Du- 
Flex Gristle Sole. $3.85 





WEYENBERG SHOE MEG. COMPANY 


MILWAUKEE 











1927 
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ke HARSHLINE 





Number 2850 — Men’s 
Medium Tan Bal Ox- 
ford; Very Choice Selec- 
tion Calfskin; First 
Quality Oak Outsole; 
Half Rubber Heel; 
TRUMP LAST (brand 
new) Plenty of Toe 
Spring — Exceptionally 
Good Fitter. IN STOCK 
in B, C and D Widths. 


$3.85 


NORTHWESTERN 


DEPARTMENT [i 
CRADDOCK £. 
TERRY 1 a 


COMPANY 
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al moving styles coupled with finer 
craftsmanship, are quick to choose the 
HARSHLINE because HARSH- 
LINE reflects the styles of tomorrow. 





MAKERS OF 

» THE FAMOUS 

me LION BRAND 

EVERY DAY 
SHOES 








ae. 


72 
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No. 209 
“Safra” Tan Lotus Cali, 
Black Topped Basket se | 
Weave Quarter Lining, 
Goodyear Rubber Heel, 
College Last. 

No. 257 Same Style in ‘ 
Black Calf. 

B, C and D widths. f 





No. 211 
Winnebago No. 112 Tan 
Calf, Goodyear Rubber 
Heel, College Last. 

No. 265 Same Style in 
Black Calf. 

3. C and D widths. 





Vl 





YESS We 


The sort of shoes that most men want. Plenty 
of them to meet the tastes of your community 
—fifteen of ’em IN STOCK. The bulk of 

your men’s business can be done on Clinton . 
Dress Welts. They’ll old this business for 


you—and /ncrease it. 


Clintp Sho Shoe “Mig. Co 
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- America’s foremost designers 

- have never so forcefully accent- 
ed the true fashion value of 

- BLACK GLACE KID as in the 

" charming models you see shown 

“ in all the smart shops. 

, There can be no doubt that 

7 BLACK GLACE KID is more 

. firmly than ever entrenched asa 

is constantly fashionable leather. 





“It Takes On Added Beauty In The Shoe’”’ 


SURPASS LEATHER CO. NEW YORK 
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SURPASS KID 
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1950—Black patent tongue pump. Trim- 
ming on heel, tongue, and quarter of 
Egyptian Star patent leather. Blond kid 
lined, full Freneh corded, new 20/8 full 
breasted spike covered heel. 
1948—Same as above in blond kid, trim- 
med in copper cube patent leather. 

BD GS Wiese o deoeesd $3.85 


9500—Parchment kid stepin pump trim- 
med with Griess Pfleger’s blue and parch- 


ment gingham. Ful! French corded, parch- 
ment kid lined, new 20/8 full breasted 
spike covered heel. 

BBS We cdc cccceces $3.85 





6917—Black patent tie, cut out on side. 
Overlay on up, he heel, — of Barnett’s 
ull 


Harlequin. corded, p 
ment kid lined, 13/8 Cuban covered 
breasted heel. 

BD TS GA csives cence $3.85 
6966—Style as above in gray kid. Bar- 
nett’s black and gray foulard trimmed. 
19/8 full breasted spike heel. 

AA to C widths.......... $4.25 


rS 


ABSOLUTELY 


IN ST 


385 


MOST EXCEPTIONAL VAL 















6911—Black patent, large 







pump. Trimmed vamp, heel, and tongue 
2824—Parchment kid pump, trimmed side of Griess Pfleger parchment calf mesh. 
and heel of abbo cherry patent leather. Full French corded, parchment kid lined, 









shown Full French 13/8 Cuban covered breasted heel. 















Stitched vamp as 

corded, parchment kid lined, new 20/8 6909—Same as above in parchment kid, 

full breasted covered heel. trimmed in parchment gingham calf. 
AA A B C widths........ $3.85 ae & Wis riscccace $3.85 








1940—Parchment kid tie. Trimmed in 
Griess Pfleger’s mesh as shown. Parch- 
ment kid lined. Full French corded, New 
= full breasted covered spike heel. 












4410—Parchment kid tie cut out on side e 942—Same as above in black patent 
as shown. rimmed heel and collar of leather. 
Barnett’s foulard to match. Full French 1944—Same as above in pastel parchment 
corded, parchment kid lined. new 20/8 patent leather trimmed in rose blush 
hexagon covered spike heel. patent leather. 

iy. “eee $3.85 4 BC widths...... . $3.85 


TOBER-SAIFE 


Manufacturers and Distributors 


1312 WASHINGTON AVE. 














TER’S LEA}] 


of 
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EVERY PATTERN 





5292—Black patent tie cut out as il- 
lustrated. Trimmed heel, collar, and tie 
forepart of Barnett Harlequin. Parchment 
kid — full French corded, new 20/8 
breasted spike covered heel. 

5290—-Same as above in parchment kid 
trimmed in parchment mesh 

A B C widths... ; $3.35 


5294—Bl1 
~ gy My *,- F-,-  Oe citar, sand, "ramp of hametce Haste: 6544—Parchment id pump. Bronze beaded 
> “aan tw fag se 3 quin. 1 French corded, Parchment kid bow as ‘Must rated ull French corded 
ded, parchment Kid lined, new 20/8 Haed, new 20/8 full ‘breasted covered epi Preasted covered ine. oe 
- ee Bi € “rer ree 
full breasted covered spike heel. A B C widths : A BC widths $3.35 


A B C widths 


5282—Parchment kid pump. Trimmed 4404—Parchment kid pump, underlay on 
sane Foschanent kid tie cut out on side side and heel of Barnett’s ‘pelican Col- sides of ABBO cherry patent leather 
as shown. Heel, side, and overlay on tip lar and striping on vamp and quarter Trimmed collar and heel of Griess 
of Barnett’s aterm mesh. Full French of opal patent leather. Full ‘rench Pfleger’s parchment calf mesh. Kid lined, 
ment kid lined, new 20/8 full corded parchment kid lined, new 20/8 ful full Frerch corded, new 20/8 full breasted 

breasted spike covered h breasted covered spike heel. tovered spike heel. 


A B C widths.. A B C widths ~ A B C widths : $3.35 


of Novelty Footwear in Stock 


ST. LOUIS, 
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Cedar Cliff SHOE S 


ov S| Oni satin shoe must satisfy a 


critical market — serviceability 

© is almost as necessary as smartness. 

9° And it must be admitted that ser- 

viceability in satins, compared with 

serviceability in leathers, is very 
difficult to get. 


The Quality of Cedar Cliff Satins 
has proved itself over a long period 
of years. We most unhesitatingly 
recommend it to producers of shoe 
satins who wish truthfully to claim 


serviceability as well as style. 







THE CEDAR CLIFF SILK CO. 
295 Fifth Avenue New York City 








an 
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"HE public likes black patent 
leathers right now because 
patent seems typical of the higher grade 
shoes. Outstanding in this black patent vogue 
is the handsome black patent Cushman-Hollis one-strap 
here illustrated. This volume-sales builder has all the wanted 


features; a 261 last—an 18/8 full Louis spike heel, and that smooth, contrasting beauty 


which grey opalescent patent leather gives as an underlay on vamp and quarter. 


This Easter shoe will roll home the profits! 


CUSHMAN-HOLLIS COMPANY 


Factory and Home Office Salesrooms: Albany Bldg. 
AUBURN, MAINE BOSTON, MASS. 
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Additional findings profits 
from Repco Brushes and Daubers 


ARLY every person who 
enters your store is a pos- 
sible purchaser of Repco 

Brushes and Daubers. Display 
Repco Brushes and Daubers 
prominently and call your cus- 
tomers’ attention to them. Take 
advantage of this fine opportunity 
for additional findings profits. 


Repco Brushes are made in both 
the stapled and wire drawn types. 
The wood and bristle stock are 
the finest obtainable and are 
equally good in both types, while 
the wax finish is carefully applied 
and is lasting. The two types dif- 


For Sale by 
Shoe Findings Dealers 


fer only in the method of fasten- 
ing the bristle knots. 


Repco Daubers are made only in 
the stapled type. Like the brushes, 
they are made of the finest stock 
and finish. 


Show them 
in your 
windows 





Corporation, Boston 
San Francisco Branch, 859 Mission Street 
J. K: Krieg Company, 39 Warren Street, New York City 


United Shoe Machinery 
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ABOVE 
ALL 
OTHERS 





SHUNT ANNULUS NUL = 


PPTL Ld 


Just the Line for a Live Juvenile Department 


If you are experiencing an era of slow selling in your Juvenile Shoe Department the 
“Red Goose” line will put life into it. “Red Goose” shoes come in all styles—staple 
and fancy—in all shoe requirements for boys and girls from 3 to 16 years of age. 





Catalog or salesman on request. 
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CLEAN CUT STYLES FOR C 





Serving as we do, every section, great and small, 
of the United States, we realize the sectional style 
problems of the merchants. So we make our style 
line meet every one of these problems. It takes a big 
organization to do that—smart styling—volume pro- 
duction at high speed—and an In-stock system which 
is not only complete but is also elastic enough to 
serve the man on the Pacific Coast with just what he 
wants, while it hands the Eastern merchant the right 
shoe at the right time. 


Are you using this clean cut service of clean cut 
styles? There’s a convenient Craddock-Terry branch 
in your neighborhood. 


*‘See the line they are all talking about”’ 


= CRADDOCK 


Na SS5IF 


Every Craddock-Terry Styl@, ; 










CRADDOCK-TERRY CO. 
Lynchburg, Va. 
McELROY-SLOAN SHOE CO. 
St. Louis, Mo. 


GEO. D. WITT SHOE CO. 
Lynchburg, Va. 


HARSH & CHAPLINE SHOE CO. 
Milwaukee, Wis. 


CRADDOCK-TERRY CO. 
Baltimore, Md. 


And our newly acquired branch 


CRADDOCK-TERRY CO. 
(of Oregon) 
Portland, Ore. 
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NCLEAN CUTPROFITS 


Stylfj; Made for a Purpose 





Craddock-Terry Sales 
Offices 
Philadelphia 
56 North Third Street 


Pittsburgh 
404 Blackstone Bldg. 


Chicago 
Room 510, Security Bldg. 
189 West Madison Street 





Los Angeles, Cal. 
714 South Hill St. 


New York 
Room 36, Graham Bldg. 
127 Duane Street 





No. 55% 


fom) CO- 





Stock No. 5545 —Pastel Parchment Stock No. 5499—Peachwood Calf 
Kid Karess One-strap Pump, Stone Salome One-strap Sandal, Pastel Ging- 
Criss Cross Calf and Light Paisley ham Trim, Flexible MeKay, 14/8 
Goat Trim, Flexible McKay, 14/8 Covered Heel, 914 Last 
Covered Heel, 614 Last. A—B and C widths. 
B and C widths Priced at $3.50. 


*riced at 83.75. 
Prised at CELTS Stock No. 5599—-Same in latent, 


Pastel Gingham Trim. 
A—B and C widths. 


Stock No. 5542—-Same in Patent, Priced at $3.35. 


Stone Criss Cross and Light Paisley 





Goat Trim. Steck No. 5497—Same in All 
B and C widths. White Kid 
Priced at 83.35. A—B and C widths 


Priced at 83.75. 


Stock No. 5595-—-Patent Avenue Stock No, 5596—Patent Zaza Une- 
One-strap Pump, Parchment and Blue strap Sandal, Pastel Percale Calf 
Elite Goat Trim, Fiexible McKay, Trim, Flexible McKay, 16/8 Covered 
16/8 Covered Breasted Heel, 916 Last Breasted Heel, 916 Last 

A—B and C widths A—B and C widths. 

Priced at 83.50. Priced at $3.75. 

Stock No. 5594—Same in Pastel Stock No. 5579—Same in Pastel 
Parchment Kid, Light Paisley Goat Parchment Kid, Pastel Percale Calf 
Trim. Trim. 

A-—B and C widths A—B and © widths. 

Priced at 83.85. Priced at $4.00, 


Size Runs: 
A3% te 8 BS3te 8 C2% te 8 


In stock at Craddock-Terry Co. 
Lynchburg, Virginia 
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Hass in this shop is a 
department for the Junior 
Miss. Here the school- 
girl, the ‘‘sub-deb,” and 
all youthful women may find shoes 
styled with Paris smartness, cleverly 
adapted to suit the demure frocks and 
gowns of youth. Most important, here 
are shoes with that personal. fit, and 
de luxe quality, which have earned for 


34 Boulevard des Italiens 
e-2 2 3 8 





N E W 


IVER FIFTH A 


J MUUNE + footw ai 


this shop its reputation as Fifth 
Avenue’s favorite tailored shoe salon. 

This is merely one smart style. More 
await the eager eyes of youth. For you 
who cannot conveniently come to this 
shop, a new style service has been cre- 


510 HFTH AVENUE 


. 2-2 F 


i oe oe | 
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AVENUE 


@ thret-leatber 
Grenada—<en"s 


Shoes Jor the funior Miss BEBE 


Rose Wisteria Tongue and Mabogany 


Patent Saddle — 1) in Black Calf- 


and those who just miss being juniors Pt oa Fe 


ated. De luxe Walk-Overs in Fifth 
Avenue styles are now on display in 
many Walk-Over shops throughout 
the country. If you cannot find this 
style wherever you may be, you may 
order it direct from this shop. 


372 Oxford Street, W: 
&©&8 8. OC 





Above is a reproduction of one of the WALK-OVER advertisements that appear in each mid-month issue 
of Vogue. This is the Grenada, In Stock No. 12644. 


GEO. E. 


KEITH COMPANY, 


CAMPELLO, 


BROCKTON, MASS. 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


INCE the news of the appointment 

of Messrs. Harry P. Lynch, Clarke 
W. Browning, Frank J. Larkin, and 
Buford McWhirter, as regional direc- 
tors of the N. S. T. A., and the terri- 
tories over which they have jurisdic- 
tion, news comes to us of the appoint- 
ment of a fifth N. S. T. A. regional 
director with jurisdiction over the 
Middle West, namely——Frank J. Weber 
of Cincinnati. 


HE Selby Shoe 

Company an- 
nounces an addi- 
tion to its execu- 
tive organization 
in the person of 
Jos. M. Dodd, who 
will devote his 
time at the Ports- 
mouth, Ohio, fac- 
tory of the com- 
pany in the per- 
fection of manu- 
facturing details 
as well as lending 
valuable aid to 
the sampling and styling end of the 
line. Mr. Dodd brings to his new con- 
nection a wealth of experience gained 
in the style centers of Brooklyn and 
St. Louis, where he has been success- 
fully operating for many years both as 
style man and factory manager. 


Joseph M. Dodd 


K B. NEWCOMER, with Hagers- 
* town Shoe & Legging Company 
for the past twelve years, is now asso- 
ciated with McLaughlin-Sweet Shoe 
Company, traveling in Iowa and Ne- 
braska. 


H. MUR- 
* RAY is 
the new  presi- 
dent of the Cen- 
tral Association 
of Traveling 
Shoe Salesmen. 
This is the group 
which put on the 
recently held 
“Heart of Amer- 
ica” Exhibit, 
which Mr. Mur- 
ray writes was 
a financial suc- 
cess and has 
done much to boost the membership. 
He also announces that at the last 
meeting it was voted to hold another 
style show during August, as the boys 
feel that this can be “pulled off” with- 
out conflicting with the time when the 
majority of traveling men must be out 
in their territories. 


M. H. Murray 


By HELEN M. HANEY 


B. CUBBISON, who travels from 
¢ the Capital City Corporation fac- 

tory at Augusta, Me., in New York 
State, Ohio and the East as assistant 
to “Prexy” Walter C. Roose, states that 
he has recently written some of the 
nicest business in his entire road career 
of over 40 years. “Talk Capital City 
to ‘Cubby,’ and you can’t break away 
from him,” said Walter C. in a recent 
interview. 
W J. SPAIDE represented Laird, 

* Schober & Co. at The Fashion 
Forecast, recently staged by Madame 
Hamilton Jeffreys at the B. F. Keith 
Theater, Boston. Mr. Spaide stated 
that he travels all over the country, in 
special charge of style show features 
for his house. He also brought good 
news of “Daddy” Earle, whose health 
is greatly improved after a few weeks’ 
sojourn in Atlantic City. 

RS. MILDRED RAY SPILLMAN 

has recently acknowledged receipt 
of check for $1,000 death benefit, under 
the N. S. T. A. group insurance policy, 
writes Secretary Sol Peiser of the 
Pacific Coast Assn. to National Secre- 
tary Delany. This is the fifth bene- 
ficiary since April 1, 1926, who has 
acknowledged a _ similar sum, _ the 
amount of death benefits under this new 
N. S. T. A. insurance fund, totaling 
to date $5,000. 


N. ten years has covered New York 
territory for the Ferris Shoe Company 
of Philadelphia, and William B. Pick, 
who for seven years covered the New 
Jersey territory for the same company, 
have joined the Joseph I. Melanson & 


Sons Corp. of North Adams, Mass. 
They are now covering their old terri- 
tories with the Melanson line. 


ARRY M. CAMO, for 20 years 

with the Pfister & Vogel Leather 
Co., and well and favorably known 
among Eastern shoe manufacturers, is 
now representing the American Hide 
& Leather Co., as South Shore (Massa- 
chusetts) salesman. 


DWARD J. MACKLIN is now look- 

ing after the metropolitan district 
of New York, with a temporary office 
in the Marbridge Building, Room 540, 
for the Cahill Carton Company. Mr. 
Macklin writes that he occupies his 
New York headquarters through the 
courtesy of H. Rosenheim, president of 
the Best Ever Slipper Co., until] May 
1, when he will have a permanent office 
in that building. Mr. Macklin says 
that he has interested many retail 
stores in the Cahill carton, and is now 


fitting up the Propper Form Shoe Co., 
at 24 West Thirty-ninth Street, with a 
full line of the Cahill open front car- 
tons, as well as other big retail shoe 
stores in New York City and Brooklyn, 
and that he will “invade” Boston and 
other cities just as soon as he can find 
the time. 


ERE is 

second oldest 
salesman on_ the 
G. H. Bass & Co.’s 
salesforce. Meet 
I. F. Foster! Mr. 
Foster has covered 
a New York State 
territory for the 
Bass company 
since 1907 and 
is still “going 
strong.” A bit of 
his autobiography, 
taken from “The 
Bass Drummer,” is 
as follows: Born Feb. 12, 1863, in 
Sherburne, Chenango County, N. Y.; 
went to school some, and then just 
grew up. Early work devoted to 
railroading and selling in retail stores; 
started on the road in 1887, and from 
then until 1900 worked in various sell- 
ing positions; during part of that time 
was proprietor of a retail grocery 
store; in 1900, went with Groff, Crary 
& Smith, shoe jobbers; when this con- 
cern sold out in 1906, I took out the 
line of Bass shoes on commission; in 
1907, went to Wilton, saw Mr. Bass, 
and have been with them, drawing my 
pay and working some, ever since. 


the 


1. F. Foster 


EET J. Clyde 

Harry of 
Greenville, Pa., 
formerly a mem- 
ber of the Dor- 
wart Harry Shoe 
Co. here for 15 
years, and now, 
having closed out 
the store, has 
gone on the road 
for the Davies 
Shoe Mfg. Co. of 
Racine, Wis. His 
territory will be 
Western Penn- 
sylvania, and he will carry a medium 
priced line of men’s and boys’ shoes. 
His good friend, J. Louis Frederick, 
who travels for The Stanley Dutten- 
hofer Shoe Co., sends us Mr. Harry’s 
photo and this news item. He says: 
“J. Clyde Harry has some ‘snappy’ 
numbers for young men—also a strong 
line of kangaroo and kid shoes.” 


J. Clyde Harry 
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No. 31525 No. 51125 


Parchment Kid Pump Parchment 1-Strap 
Rose Blush and Cherry Trim Parchment Vanity Trim 
19/8 Spike Heel 17/8 Spike Heel 
Price $3.60 Price $2.95 








MAKE THE GRADE WITH BELGRADES! 
The sort of styles you offer more enthusiastically 


a ™* 


the easy fit of the first Try-on — the clean cupe., ge: Ee 


shoemaking which«pleases the: 
fussy customer vive a 

Belgrades the right’ 

of wa y. in ‘th e** 

‘great 4 and 
5: dollar 
market 
a 


No. 51025 No. 50725 
Patent Leather Pump : 
- Patent One Strap 
i — — 4 Grey Stitch 
> wide onl) 17/8 Spike Heel 
Price $2.70 C wide only 
P Price $2.70 
B width—3' to 8 


C wicth—3_ to 8 


IN STOCK 


Prices quoted are for 
36 pair cases. Add 
10c. per pair for less 
than cases. No orders 
accepted at these 
prices for less than 12 
pairs. Terms—7/10— 
6/30. F.O.B. factory. 





No. 50425X = ~ BELL BROS. Co. No. 31125 


Patent 1-Strap Patent Tie 
Faney Parchment Trim Rose Blush Kid Trim 


13/8 Cuban Heel 143 Lincoln St., Boston 17/8 Spike Heel 
Price $2.95 Price $3.45 


BELGRADE Me KAYS 


Factories at Biddeford, Maine 
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VER 100 enthusiastic boosters of 

the New England shoe and leather 
industry, wearing large tags, “I am a 
Regular,” recently assembled at the 
Boston Chamber of Commerce for a 
Saturday noon luncheon, under the aus- 
pices of the Boston Shoe Travelers As- 
sociation. Harry P. Lynch, president 
of the B. S. T. A., was toastmaster, 
and sounding strongly the keynote, 
“Boost New England,” inaugurated a 
new event, at which, with united front, 
representatives from every branch of 
the trade in New England attended, to 
say how cooperative and coordinated 
effort could best be accomplished. The 
trade and daily press were also repre- 
sented. Arthur C. Stern, one of the 
good B. S. T. A. boosters, had charge 
of the vaudeville entertainment; “Billy” 
Noll worked hard “at the door,” while 
“Oakey” was one of the prominent 
members of the reception committee. 
Charles W. Morrill, president of the N. 
S. T. A., spoke as a New Englander 
and as a representative of a New Eng- 
land industry. He said that Boston is 
the greatest shoe and leather market in 
the world. John N. Eaton, vice-presi- 
dent of the Merchants National Bank, 
spoke on “The Relations of the Shoe- 
man with His Bank.” Horace R. Drink- 
water, president of the Boston Boot 
and Shoe Club, said that the chief issue 
in the men’s shoe business this season 
is the summer weight shoe; he asked 
all present to “get behind the Summer- 
weight Shoe Day movement, the date of 
which has been established as May 15, 
and make of this campaign the tremen- 
dous success that it deserves. 


ose JONES, president of The 
Bb ston Shoe and Leather Fair, re- 
affirmed at the recently held trade get- 
together luncheon of the B. S. T. A. 
the fact that he is a salesman; he said 
he knew that all the salesmen here, and 
all of the rest of the trade of New 
England are going to cooperate with 
the Boston Shoe and Leather Fair 
Committee, and that this bunch of 
“Regular” fellows are going to make 
it a “Regular” Show next July 5-7, at 
the Statler Hotel. M. P. Gaddis, pres- 
ident of the New England Shoe Whole- 
salers Association, said that New Eng- 
land makes the best shoes in the world. 
He said that it is the duty of all sales- 
men representing New England fac- 
tories to go out and preach this gospel 
for the sake of their charming New 
England homes, of which he gave a 
most attractive picture: Everett H. 
Bradley, of the Bradley Shoe Co., Hav- 
erhill, said that he felt the time has 
arrived to emphasize quality in selling 
with a fair mark-up. He suggested 
that representatives from the factory 
attend shoe conventions, rather than to 
call in the traveling men from their 
trips. Thomas F. Anderson, secretary 
of the New England Shoe and Leather 
Association, stated that he hoped the 
movement so well begun by the Boston 
Shoe Travelers’ Association would ex- 
tend still further and that “A Minute 
Man” New England booster or “Reg- 
ular” should be made out of every man 
and woman connected with every 
branch of the industry, including fac- 
tory laborers. He said that New Eng- 
land employs 125,000 of the highest 
skilled shoe factory operators in the 
world. He also said that measures had 
been instituted to induce the U. S. De- 
partment of Commerce to quote figures 
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on shoe production for each State, in- 
dividually, instead of grouping, as was 
done, in the case of some of the West- 
ern States in the last census figures. 
He said that’ New England still makes 
more than one-third of all of the -shoes 
in the country. He urged “Action” in 
boosting New England. 


A. DELANY, N. S. T. A. secre- 

e tary, speaking at the recently 
held B. S. T. A. trade get-together 
luncheon, developed the thought of “I 
am a Regular,” by applying it to rec- 
ognized trade associations, saying that 
thus can the conscientious shoeman and 
shoe salesman make the greatest prog- 
ress and effect the greatest progress 
for the industry as a whole. Louis M. 
Hannum of Whittemore Bros. urged 
the boosting of all of New England 
rather than any one particular section. 
George B. Kendrick, vice-president of 
Lewis A. Crossett, stressed his remarks 
on cooperative work for the New Eng- 
land market by a humorous story. 
Others who spoke briefly at the B. S. T. 
A. luncheon were: Ira F. Libby, secre- 
tary Eastern Shoe Travelers Accident 
and Health Association; P. M. Fahren- 
dorf of the BooT AND SHOE RECORDER; 


Here is “Doc” Moder bidding 
Emil Kappel good by and good 
luck as Emil starts out on a trip 
into the valley of San Joaquin. 
Both men sell Kraft’s Shoes in 
Southern California. The mod- 
ern traveler now uses a car en- 
tirely—trunks and railroad trains 
are in the discard 


Arthur Davenport, Shoe and Leather 


Reporter; R. L. Fitzgerald, The Shoe 
Retailer; M. J. Lowrey, Boston Leather 
Trade Benevolent Society. 


HE Commonwealth Shoe & Leather 

Co. held its sem-annual sales con- 
ference recently and the men are now 
in their territories with complete lines 
of new goods. A. G. Matless, vice-presi- 
dent of the company, gave the opening 
greeting to the salesmen and Paul Jones 
discussed some of the chief problems. 
Charles Pelham of the F. J. Ross “Jo. 
of New York outlined the spring ad- 
vertising campaign. W. J. Avery, ad- 
vertising manager, explained the mis- 
sionary work his department has 
done to boom the new lines. Paul Jones 
explained the various features of the 
new samples. On the last day of the 
session there was general regret ex- 
pressed when word was received from 
George Butterworth, who covers Penn- 
sylvania, of the death of his wife. Mr. 
Butterworth was called home from his 
territory by her serious illness. The 


85 


roster of salesmen for the spring trip 
is as follows: Donald Brien, Pa. and 
W. Va.; J. Ross Clickner, Rocky Moun- 
tain States; Charles Jordan, New York 
State and Pa.; Charles Darrah, North- 
ern Ohio; W. H. Davis, the Carolinas 
and part of Ga.; W. F. Elliott, Kansas 
and Okla.; Fred Faulkner, Ky., W. Va. 
and Ohio; George Faulkner, Ala., Miss., 
Ky., Ohio; John Ford, Northern New 
England; R. C. Herbert, Ark. and Mo.; 
Alfred Leren, Minn., Iowa, the Dakotas 
and Wis.; C. J. Mulhausser, New York 
City; E. V. McNally, Illinois; W. A. 
McCord, Ala., Ga., Fla. and Miss.; 
Philip Murkland, Ind.; Robert Polson, 
Mich. and Wis.; John Roedder, special; 
L. G. Russell, Southern Cities; Frank 
Rowbotham, Southern New England; 
Simon Ruwitch, Illinois, Mich., Wis., 
Minn., Iowa; J. C. Trainer, Pa., New 
York and New Jersey; R. G. Wolforth, 
Ind., N. C., Va.; W. D. Wilson, La. and 
Texas; J. A. Richardson, Boston office. 


ERE is The Lape & Adler Co.’s 

salesmen’s roster. These men are 
now in their territories for their “fill- 
in” trips for late spring and early 
summer requirements: Dunbar Archer, 
Ky., Tenn., Ala., Miss., W. Va.; Barney 
Coens, Ill.; Bertrand J. Coens, IIl.; 
Larry Connors, Pa., Southern New 
York; Ray Glascock, Ia., Neb.. N. and 
S. Dakota; J. C. Friedauer, N. J., New 
York City, and vicinity; Dolph G. Hoyt, 
Wash., Ore., Mont., Utah, Idaho; 
Ray Jackson, Texas and La.; te 
Lape, Jr., large cities in Middle West; 
Paul J. Lee, Ga., Fla., North and South 
Carolina; F. A. McGiffin, Wis., Minn., 
Upper Mich.; J. R. McNierney, Caiif. 
and Nevada; Phil Miller, Ohio; A. P. 
Richards, New England and Northern 
New York State; Jack Spurlock, Olka- 
homa and Texas; Tom Talbott, Mis- 
souri, Kansas, Colorado, New Mexico, 
and Arizona; J. C. Thomas, Ind. and 
Mich. 

HE members of the sales force of 

the Copeland & Ryder Co., Jeffer- 
son, Wis., are now out in their terri- 
tories with a longer line of “Copeg- 
Arch” Shoes and men’s dress welts. Ed. 
Copeland and F. L. Ritchie represented 
the firm at the Iowa State Shoe Retail- 
ers Convention in Des Moines, March 
15-17, exhibiting at the Hotel Fort, 
Des Moines. 


HE many friends of W. T. Fay, 

Western representative for the 
Copeland & Ryder Co., are sympathiz- 
ing with him and his family on ac- 
count of the recent death of his daugh- 
ter Elaine, aged fourteen. 


OHN D. BAXTER, for many years 

representing the J. J. Lattemann 
Shoe Mfg. Co., Inc., and more recently, 
connected with the J. P. Smith Shoe 
Co., as special representative, has 
“switched over” from shoe selling to 
real estate. He has picked for his 
activities the Nassau Shores. John has 
had some past experience in this game, 
having been “dabbling at it” in his 
leisure time. All of John’s many 
friends wish him success, and particu- 
larly, the members of the National 
Shoe Travelers’ Association, because 
of the co-operation which Mr. Baxter 
has given the organization, the out- 
standing feature of which has been his 
good work as N. S. T. A. Committee 
Chairman on Hotels. 
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B-236—Patent 14/8 Cuban Heel $4.65 ta 
— 21/8 spike heel. 4.85 
~ : i 
“Lark” 4 


B-738—Shell Gray Calf (Blue 
Piping) $4.75 
B-708—Parchment 


B-708— Patent - 
ment Calf Piping) 4.50 








B-794—Shell Gray Calf 
underlay) 
B-792—Parchment 
Patent Underlay) 
B-793—Patent (Parchment Calf 


Bot , IN STOCK 
% 





19/8 heel 


“Regent” 
B-3672—Patent 
B-3942—Black Satin 


B-262—Shell Gray Kid “ 
B-259—Parchment Kid ; “Alfa” 


oo B-773—Patent, 19/8 Heel 
B-763—Parchment Kid, 19/8 Heel 5.25 


“Clare” 


B-282—Pearl Gray Suede 
B-258—Parchment Kid 








: SIZES AND WIDTHS 

al hment Calf, Parch- AA..4%-8 A..4-S B..3%-8 «ite 

B 170—teed ~~ AB % d We C..3-8 B-232— Patent 
85. B-230—Black 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN " 


Rochester, N. Y., U. S. A. 
. York Office: G12 Marbridge Uldg. Oakland, Cal., Offi 424 
wc itaey B. W. MOYLAN K. Ss. usa Ave 


Cleveland Office: 1599 Union Trast Blix. Los Angeles Office: 107 East Sth St 
A. F. JENKS Cc. E. VanDEGRIFT aay 
Chicago Office: Majestic Hotel 
tr. J. SATEK 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 








Satin 
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W. E. Shine Heads Southeastern 


Shoe Retailers Association 


Birmingham Selected for 
1928 Convention; N. C. 
Merchants Asked to Join 


Macon, Ga.—W. E. Shine of Bir- 
mingham, Ala., was elected president 
of the Southeastern Shoe Retailers As- 
sociation at the close of its three-day 
convention here last week. Other offi- 
cers elected were: Vice-president for 
Georgia, J. E. Martin, Atlanta; vice- 
president for South Carolina, George 
Bird, Greenwood; vice-president for 
Alabama, Herman Rich, Birmingham; 
vice-president for Florida,-R. R. Glenn, 
Tampa, and treasurer, Frank Stevens, 
Atlanta, Ga. 

Directors selected were: For Georgia, 
Frank Stallings, Augusta; J. H. 
Crouch, Griffin; Clarence Gills, At- 
lanta; Mark Silver, Savannah, and 
Cliff Johnson, Columbus. 

For South Carolina, Charles Scruggs, 
Spartanburg; Lonnie Miller, Florence, 
and M. A. Condon, Charleston. 

For Alabama, Nathan Marlow, Bir- 
mingham; C. W. Vance, Gadsden; Nick 
Jones, Montgomery; H. I. Steele, Bir- 
mingham, and T. R. Shine, Mobile. 

For Florida, George Golden, Jack- 
sonville; M. M. Nankin, Miami; W. E. 
Wilson, Orlando, and A. E. Ferguson, 
St. Petersburg. 

Action taken by the conventon at the 
closing session included the extending 
of an invitation to North Carolina 
merchants to join the association and 
the appointment of a secret board of 
arbitration and fair practice to adjust 
differences between shoe manufacturers 
and retailers. 

Birmingham was selected as the con- 
vention city for 1928, the exact dates 
of the next annual gathering to be de- 
cided at the next meeting of the board 
of directors. 


Ford’s Open in Denver 


DENVER (UTPS)—A new shoe store, 
Ford’s, has opened up at 1543 Curtis 
Street. The store is attractively and 
modernly outfitted and the location is 
a busy one. On the opening day a pair 
of silk hose was given away with the 
purchase of every pair of shoes. From 
the display space which trumpeted the 
opening announcement in the local 
papers it is evident that this store be- 
lieves in advertising. 








Form Arch-Preservers 
Ass’n at Macon Meet | 


Macon, Ga.—A new organization | 
came into being at the Southeastern 
Shoe Convention recently held here. It | 
is known as the Arch Preserver Asso- 
ciation of the Southeast. The mem- 
bers comprise all those shoe merchants 
in this district that sell Arch Preserver 
shoes. M. A. Condon of Charleston, | 
was elected president, Chas. Scruggs, | 
Spartanburg, vice-president and Lonnie | 
Miller of Florence, S. C., is secretary. 
The purpose is to foster closer coopera- | 
tion between merchants in the South- 
east and to help solve individual prob- | 
lems. Mr. A. L. Slavin was the guid- | 
ing mind, or the father of the associa- 
tion. 


Hahn’s Remodeled Store 
in Baltimore Opened 


BALTIMORE (UTPS) — Following 
completion of extensive remodeling and 
improvements, Hahn’s, 37 West Lex- 
ington Street, the Baltimore branch of | 
William Hahn & Company, has now | 
formally opened its “new” store, which 
compares in arrangements, appoint- 
ments and genera! atmosphere with the 
leading shoe stores of Baltimore. 

The main floor salon has been en- 
larged, remodeled and beautificd. In | 
it have been installed new walnut fix- 
tures, new interior cases, new lighting 
fixtures, two attractive display sconces 
and other equipment. 

The “Hahn Special” shoe department, 
which formerly had been located on the | 
third floor, has been transferred to the 
second, where it occupies much addi- | 
tional floor space than heretofore. In 
this department the “Hahn Special 
Shoes” are featured. 


The children’s shop of the store has | 


also been enlarged, remodeled and oth- 
erwise improved so as to be in keeping 
with the newness of the remainder of 
the store. 


tures two hosiery shops or 
ments, one of which is located on the 
main floor near the main entrance, and 
the other on the second floor. This in- 
dicates the important part hosiery is 
now playing in the shoe shop’s busi- 
ness. 


The improvements included a new 


lighting system throughout the entire | | 
store, a new tube system for handling | = 


the cash and speeding up the service of 
the store. 


| officers chosen were: 
| dent, Marvin Sweeney, Ellis Shoe Store. 
| McPherson; 


| Brown, 


In connection with this, a| — 
separate shop for junior women’s shoes | - 
has been added. The store also fea-| = 
depart- | = 


Kansas Merchants 
Strong for Blacks 


| Patents With Light Trims Good 


Say Convention Delegates 


TOPEKA, KAN.—More blacks after 
Easter, especially patents with light 
trims, are expected to be in demand in 
this territory, according to expressions 
of opinion voiced at the round table 
discussion which featured the annual 
meeting of the Kansas Retail Shoe 
Dealers Association, held in the Jay- 
hawk, the city’s newest hotel, March 8. 

After a morning during which the 


| visitors gathered for the convention, 


inspected Topeka’s department and 
shoe shops, the convention got under 
way with a luncheon, at which Schuy- 
ler Jones, cf Wichita, president of the 
association, presided. 

The first speaker was R. P. Alder- 
son, representing the BooT AND SHOE 
RECORDER, who extended greetings to 
the convention. The round table dis- 
cussion then got under way, with the 
merchants discussing  stock-keeping, 
styles, turnover and after-Easter buy- 


| ing. Most of those present asserted 


that they are carrying over fair quan- 


| tities of all-white footwear and conse- 


quently will buy new stocks sparingly. 

O. L. Newby of the Royal Shoe Store, 
Lawrence, was elected president. Other 
First vice-presi- 


second vice-president, F. 
W. Spawn, Palace Clothing Company, 
Topeka; third vice-president, E. B. 
Leschesky Dry Goods Com- 
pany, Great Bend; fourth vice-presi- 
dent, Ray Brown, Brown Shoe Store, 
Eldorado, and secretary-treasurer, L. 
P. Halleck, George Innes Dry Goods 
Company, Wichita. 

The next annual meeting will be 
held at Wichita, at a date prior to 
March 1, 1928. 


N. S. R. A. Meet Jan. 
16 to 19 


CHICAGO—The next annual con- 
vention of the National Shoe Re- 
tailers Association, tentatively set 
for the first week in January 1928, 
has been definitely changed to Jan. 
16, 17, 18 and 19. As previously an- 
nounced the convention, exhibit and 
style show will be held in the new 
Hotel Stevens. 
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AMERICAN HIDE & LEATHER COMPANY 
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BLACK WILLOW CALF 
It has all the 


Good Qualities 


Desired for Men’s and Women’s Fine Shoes 


American Hide & Leather 
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Wy 
My AMERICAN HIDE & LEATHER CO., Ltd. 
Wy Northamp and Lei r, England, and Paris, France 
NY CALF AND SIDE UPPER LEATHER TANNERIES 
WW Lowell Chicago Sheboygan Ballston-Spa Curwensviile 
MK Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 
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Minneapolis to 
Have Three New 
Departments Soon 


Bjorkman and Raleigh’s to Add 
Shoes; Emerson to Carry 
Women’s Footwear 


MINNEAPOLIS (UTPS)—Three new 
shoe stores are in sight for April 
opening. Roy H. Bjorkman, Inc., im- 
porter of gowns, suits, etc., an exclu- 
sive women’s store, thinks perhaps he 
may beat this record with a shoe de- 
partment by possibly a week. Raleigh’s 
Inc., an exclusive women’s store, is to 
open April 1 with a shoe department. 
Emerson is to have an entirely new 
store for Easter opening, and an in- 
novation for Emerson, a women’s de- 
partment. 

Bjorkman’s has been without a shoe 
section since June when Poppe moved 
out. He is knocking out the partitions 
which formerly separated the depart- 
ment and will put in new fixtures and 
decorations to match the walnut Adam 
style fixtures in the main store. David 
Solomon, formerly of the I. Miller shoe 
section, E. E. Atkinson & Co., Minne- 
apolis; once with Goldberg as assistant 
buyer and now manager of the foot- 
wear department of the Brandeis 
store in Omaha, Neb., will be in charge. 
Bjorkman will put in a line built to fit 
his ideas to sell from $10 to $24.50, 
and in keeping with the remainder of 
the store as to quality. Bjorkman says 
he may give it a name later, and it 
is to be a real fast style, a fast and 
furious seller line. The shoe section 
is 25x57 ft., Nicollet Ave. at 10th St. 

Raleigh’s Inc., Mr. and Mrs. C. W. 
Gordon, proprietors, will install the 
shoe section under the mezzanine in the 
ready-to-wear store at 917 Nicollet 
Ave., which is the rear of the store. It 
is to be ready April 1. The finish 
will be gray tinted rose, to match the 
rest of the store. All the latest type 
of fixtures will be installed, said Mr. 
Gordon. He promises to have the 
prettiest shoe section, barring perhaps 
one, in the city. The sectiorf will fea- 
ture the Baker shoe and will sell other 
well known lines, such as Hannaford & 
Son, Philadelphia. A. I. Jackson, for- 
merly Napier’s, Minneapolis, now man- 
ager of the Gilpatrick store, Omaha, 
Neb., will be manager, continuing his 
affiliation with Gilpatrick. He will 
buy for Raleigh’s along with the other 
stores. 

Emerson’s, 40 Sixth Street S, will 
add 9 feet at the east, making a store 
of 24x86. A new front will be put 
in and new fixtures, also an entire new 
stock. In preparation for the change 
men’s shoes are being all sold out at 
$4.85 and $5.85 for the $6.50 and $7.50 
lines. The women’s department is to 
be introduced to help make sales 
volume commensurate with the high 
rental at this point. Walnut has been 
adopted as the wood finish. For a time 
the store will have to close to give the 
carpenters a chance, says Manager M. 
E. Winslow. The women’s line will be 
termed “Stylerite” and will be a $6 
sales product. Welts will be made by 
the Emerson factory, turns and so on 
will be bought outside. The entire line, 


| 


in fact, men’s and women’s will be 
“Stylerite.” The Emerson ‘store has 
been open two years at this number. 
Mr. Winslow is confident he can make 
the Easter opening with new stock. 


New McAn Chain 


New YorK—The Melville Shoe Cor- 
poration, which operates the John 
Ward, Rival and Thom McAn chains of 
men’s shoe stores, is adding a new 
chain of Thom McAn stores in several 
cities, in which women’s and children’s 
shoes also will be carried. The Thom 
McAn price of $4.00 will prevail for the 
women’s shoes, while the children’s 
shoes will retail at $3.00. 

Two of the stores in the new chain 
were opened last week in New London, 
Conn., and another will be opened this 
week in Raleigh, N. C. The new stores 
will be distinguished from other McAn 
stores by gold leaf instead of silver 
leaf decoration on the store front. 

Regular Thom McAn stores are 
being opened this week in Akron, Ohio, 
—— City, N. J., and Charlotte, 

; os 


New Windows for Stetson 
Pittsburgh Store 


PittspuRGH (UTPS)—Due to the 
fact that the top of the windows was 
lowered about three feet, The Stetson 
Shop, Holbrook & Petty, proprietors, 
in the Jenkins Arcade, can now make 


and current, while at the same time 
the efficiency of the windows is in- 
creased. The lighting system is so ar- 
ranged that either a very soft or a 
very strong light can be had on any 
part of the window, and in this way 
different shades and colors may be 
shown to the very best advantage. 

The remodeling of the windows is 
now completed and they are probably 
the most attractive of their kind in the 
city. The windows have been deco- 
rated with scenes in color representing 
the different phases and activities in 
the life of the modern man, and for 
the purpose of showing that men who 
like smart shoes for every occasion can 
be fitted with their line. 

Being finished in a beautiful pastel 
shade of stucco and trimmed with wal- 
nut fixtures, the windows have a very 
dignified appearance. In the _ back- 





natural walnut. The windows, which 
| are now showing the newest spring ox- 
fords, were trimmed by R. B. Murphy, 
manager and window-trimmer, and 
| have caused quite a little comment 
| along with the snappy shoes displayed. 


New Law on Dyes 


MINNEAPOLIS, MINN. (UTPS)—The 
| city council has been asked to pass an 
| ordinance requiring cobblers to hold 
dyed shoes at least a week before de- 
livery, when dye poisoning danger will 
have passed, physicians say. The cause 
was the collapse of a 17-year-old high 
school boy after putting on a pair of 
tan shoes dyed black. He was taken 
to a hospital in serious condition. 


a saving of about one-third on lights | 





ground are several Stetson emblems in | 





Frank & Seder Stage 
Successful Style Show 


PITTSBURGH (UTPS) —The recent 
style show conducted by Frank & 
Seder’s department store for three days 
in the’ ladies shoe department, proved 
an outstanding success among -affairs 
of that-kind. Throughout the showing 
of all the latest creations in the new 
light colors for women and girls the 
entire floor was crowded, many of the 
large audience being forced to content 
themselves with “standing room only” 
despite the fact that row upon row of 
seats stretched almost the entire length 
of the department. 

The stage where living models dis- 
played the new creations for all ages, 
was one of the largest ever constructed 
for such purpose and was decorated 
to form a proper background for the 
new light shades shown. 

P. E. Broida, department manager, 
found business good throughout. He 
feels that gray in all the late kid crea- 
tions is going to prove very good dur- 
ing and after the Easter time. Just 
now he has two models in gingham kid, 
and a novelty pump picturing the map 
of the Caribbean Islands on a brown 
background, that are going over very 
well. They are showing some attrac- 
tive numbers in imported sandals for 
both women and girls which are get- 
ting a fair portion of business and 
which he believes will be even better as 
warmer weather approaches. 


Brockton Shoe Stores Quit 


BALTIMORE (UTPS) — After seven- 
teen years of identification with the re- 
tail shoe business of Baltimore, the 
Brockton Shoe Stores will be discon-~ 
tinued, according to an announcement 
of the management of the stores. The 
Brockton Shoe Stores Company, whose 
headquarters have been at 117 Light 
Street, has maintained four stores in 
Baltimore. At the present time there 
are only three of them in operation, 
the fourth one having been discontinued 
during the past year. The three stores. 
still in operation are located at 427 
East Baltimore Street, 522 North Gay 
Street, and 422 South Broadway. The 
fourth store was located at 107 North 
Howard Street. 

As a step toward the closing of the 
stores, all shoes are being offered for 
disposal at greatly reduced prices, 


| some as low as $1. 


Clark Goes with Herbert’s 


RICHMOND, VA. (UTPS)—Warren 
F. Clark, formerly manager of the Nis- 
ley Shoe Store here, has accepted the 
position of manager for Herbert’s, shoe 
retailers, at 419 East Broad Street, it 
has been announced by Herbert Fried. 
Mr. Clark enjoys a wide acquaintance 
in Richmond. 


Tompkins, Farr’s Manager 


Easton, Pa.—Farr Bros. Shoe Co, 
has a new manager—Guy Tompkins, 
Mr. Tompkins was connected with the 
A. H. Geuting Co. of Philadelphia for 
four years, and with O’Connor & Gold« 
berg, Chicago, for a while. 
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ROBIN HOOD 


Crowd of chil- 
dren waiting for 
free tickets to 
Robin Hood 


—and here’s what the merchant 
who gave this show says: 
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wane moet PEOPLE TRADE” aqenre vas Cant ren Lane 
TMENT STORE 
once + Gusvenen Aware agrast GROWING DEPA' 
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wrenrrs Face Texas 


Septender 11, 1926- 


Ventral Shoe Company 
Ste » Mo- 
Gent lemen: i 
Permit us to thank you for your telegram 
ignth. May we state that wo had & crowd estimat- 
pe ' inese 
ed at 7000 people for the evenin, and our fall bus 
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very satisfectory- y 
is opening very satiefectory scortunity to thank 


We also wish to take this opp ; 
Le L, Prock and W. A. Menke for their leva 
your Messrs. Le ». 0 
tance in helping us put over the *®Robin Hood 
assis ; the 
Wednesday morning. Wig handied over three 
on last We 
two shows £ 
their mothers in 
and children ani hee pent 
P.u. ent re ho tr hevo our %* echo e nen 
to 1:00 P.E. ae 
weering Robin ocd shoes soon. 


we are sending under separate © 


rom 9100 Acie 


overs photos of 


A)l the 
the first show. 
indow and one of 
our Robin Hood # 


advertising will be returned this week 
Yours very truly, 
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The greatest merchandising proposition 
that shoe merchants have ever known 


‘ ] go mate FAIRBANKS in 
: “Robin Hood”—and it’s FREE! 
No wonder the kiddies flock to see this 
wonderful picture. And they sure flock, 
we'll say! 


Merchants everywhere who have shown 
this film have made big increases in the 
sales of not only Robin Hood Shoes but 
men’s and women’s shoes as well. 


Central Shoe Company pays half the 
rental of this film, supplies the souvenirs 
and advertising that insure its success 
and offers it to any and all dealers that 
carry the wonderful Robin Hood line of 
children’s shoes. 


Write right today 


for your bookings 


e 


| CENTRAL SHOE Co. 


| Manufacturers St. Louis, U. S. A. 
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Preliminary Plans Discussed 


For Boston Show Next July 


No Conventional Runway 
Exhibit This Year— 
Hotel Statler Chosen 


BostoNn—Preliminary plans for the 
July show were discussed at a joint 
meeting of stockholders and co-operat- 
ing exhibitors of the New England 
Shoe and Leather Exposition and 
Style Show, Inc., held on March 4, in 
the offices of the New England Shoe 
and Leather Association. The show 
this year will be held July 5, 6 and 7 
in the new Hotel Statler. 

The meeting was a largely-attended 
and representative one, and was 
marked by an encouraging spirit of 
optimism. President Buford H. Jones 
presided. 

After a general discussion, the meet- 
ing voted to approve of the financing 
of the fair through subscriptions, 
which will include the cost of an ex- 
hibit booth in Hotel Statler, the de- 
tails to be worked out later by the 
directors and laid before the interested 
parties through a subsequent circular- 
letter. At the same time the method of 
allotting rooms and booths in Hotel 
Statler will be announced. 

It was also voted as the sense of the 
meeting that this year there shall be 
no runway style revue after the con- 
ventional method, although it may be 
found desirable to introduce a few in- 
cidental shoe style features in the 
entertainment program. 

At a special meeting of the direc- 
tors, held subsequent to the general 
meeting, various details of the fair 
were discussed, and it was decided to 
have another meeting, March 23. 


Adam Bertsch Dead 


RocHESTER, N. Y. (UTPS)—Heart- 
broken over the death of his wife, Adam 
Bertsch, president of Adam Bertsch & 
Son, manufacturers of shoe patterns, 
died three days later. Mrs. Bertsch 
died March 4 and her husband March 7. 
Double funeral services for the couple 
were held March 10. They left three 
sons and eight daughters. Adam 
Bertsch had been engaged in the manu- 
facture of shoe patterns for nearly 
half a century and was well known 
throughout the shoe industry. 


L. Richard with Merit 


RocHEsTerR, N. Y. (UTPS)—Law- 
rence Richard, formerly with the 
Traveler Shoe Company and Endicott- 
Johnson, is now manager of the Merit 
Shoe Co., 42 State Street. 














To Make “Adapto”’ Shoes 


LYNN—The Bender Shoe Co. has 
arranged to produce a line of “Adapto” 
shoes for Lane & Bryant, New York, 
and has started to manufacture them. 
Shoes, all welts, will be made in sizes 
up to No. 10, and in widths from AAA 
to EEE. All shoes will be made over 





special dimension lasts and, further- | 


more, will be fitted with extra care. J. 
Arnstein of New York supervises the 
selection of lasts, patterns and styles. 
“Teddy” Harrigan will supervise the 
manufacturing; and M. F. Costigan 
continues as business manager. 





Patents and Colors Still 
Jockeying for First Place 


MILWAUKEE, WI1s.—Parchment 
and roseblush shades are leading in 
production at the Huth and James 
Shoe Manufacturing Co., according to 
E. C. Huth. Patents are being made 
up in good lots but are not as strong 
as the lighter shades. The light colors 
are coming in solids and also with a 
small amount of trimming around the 
tops. They are being made up in ties. 
pumps, and straps. 

R Dempsey, sales manager for 


the ; Weyenberg Shoe Manufacturing | 


Co., reported that there had been a 
slight easing off in sales on men’s 
shoes during the last ten days which 
is the usual occurrence at this time of 
the year. Tans in all shades and the 
novelties are selling well as they have 
been for several weeks. Blacks are 
holding up better than was anticpated. 

At the Edmonds Shoe Co., footwear 
in colors forms the large portion of the 
output for the spring season, says Wil- 
liam A. Edmonds, president. Blacks 
are being made at the Edmonds plant 
but not in as large quantities as they 
have been. 





Fred Racle Promoted 


NewarRK, OnIo (UTPS) — Fred 
Racle, who had been foreman of the 
fitting room at the Midland Shoe Co., 
this city for several years, has been 
promoted to manager of the plant, to 
fill the vacancy caused by the death of 
Joseph Davies. The Midland Shoe Co., 
is a branch of the G. Edwin Smith 
Shoe Co., of Columbus, and manufac- 
tures welt shoes for women, exclusively. 
The Columbus factory has turned its 
—— to the production of McKays, 
only. 


Lynn Factories Busy on 
Summer Shoe Novelties 


LYNN—Samples of summer _ shoes 
show “straws” for extreme novelties, 
black and white combinations, and 
plenty of other colors; also, new sandal 
types, clever pumps and an assortment 
of garden party ties and oxfords. 

Present production is good. Patents, 
and some satin, and the colors of the 
chart, make up the bulk of production 
for Easter. Patents will run after 
Easter and into the summer. Colors 
will lighten up toward whites. New 
black and white combinations provide 
for the use of the indefinite checks, the 


| ginghams, percales, calicos and so on, 


and, also, for white shoes paneled with 

overlays of patent, or vice versa. 
“Straws” yield a thrill. Makers 

here are eager to buy up untrimmed 


| sport hats of straw, for the making 
| of sport shoes to match sport hats. 


Weaves of raffia, Panama straw or 


| other fibers, in black and white, and 


| multiple, or compose color effects are 


| being cut. 


Some of these “straw” 


| shoes are decorated with embroideries 


done with colored silk floss. 

New sandal models suggest a touch 
of old King Tut on the uppers. But 
pump lasts, and not slipper lasts are 
used for them, and heels are up to 
18/8. In super-sandals, shanks are 
cut down to the sole. But in a more 
moderate form, sandals have semi- 
open shanks, the quarter being carried 
along the side wall sufficiently high to 


| fit to the arch of the foot, and so close 


out the dust and dirt of the street. 

A symmetric, or off-side trims, are 
spectacular. They show zig-zag and 
geometric appliques on one side of the 
shoe, ornaments or stitch-down bows 
on the side of the throat, and even 
“half and half” quarters, one half be- 
ing of leather of one color and the 


| other hak of another color. 





There is, however, a considerable 
volume of business in plain one straps 
of patent leather, and of ties and ox- 
fords in the tan tones, as well as in 
fancy straps and step-ins, including 
the wide one-straps for sport wear, and 
the step-ins with high novelty tongues. 


L. C. Leather Co. Moving 


CoLumBus, OnIo (UTPS)—The L. 
C. Leather Co., which has been doing a 
general wholesale business in leathers 
and shoe findings at 2060-2070 South 
High Street, has closed a lease for a 
large building at the corner of Water 
and Naghten Streets which will be oc- 
cupied about April 1. The new location 
is in the heart of the wholesale district 
and is more easily accessible for shoe 
factories in Columbus. C. N. Lichten 
is at the head of the company. 
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How attractive 
is an attractive shoee 


FASHION dictates a new style . .. . 
the shoe manufacturer creates the new 


idea into a beautiful, attractive shoe. The 
models are put in your windows subject to the 
public’s gaze. 


How do you display them? Their attrac- 
tiveness is often lost by improper forming. 
The graceful lines, the beautiful leathers, are 
they allowed to limp into a slouching posi- 
tion? Fairy Forms will bring out their at- 
tractiveness. They will enhance their beauty 

hold them just right. 


If you desire color, attractive harmonizing 
effects or sharp color contrasts may be ob- 
tained with Fairy Colored Forms. They strike 
a new note in distinctive shoe display. 


Fairy Forms may be obtained from the 
manufacturer from whom you buy your shoes. 
Ask him to Fairy Form your display models. 


BTR 


See 
cae) 


ES _ 





Fairy Forms are fully protected by Americaa 
and Foreign patents. 


The Shoe Form Co., Inc. 


AUBURN, N. Y. 
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For Better Windows 
Use — Fixtures 


No. 141 


Shoe Stand 
Walnut Finish 
on Gumwood 


12 in. high... . $2.75 
18 in. high.... 3.00 
24 in. high.... 3.25 


NY shoe merchant can readily see how these 
stands will increase his business by displaying 
merchandise to better advantage. 


These stands are designed to meet the most modern 
efficiency standards and are built of fine material by 
skilled workmen. Made in a variety of sizes and 
attractive finishes. 


Send for Catalog. 


No. 141 Combination 
Walnut Finish on Gumwood 


Shoe Stands, 12” high, @ $2.75 
Shoe Stands, 18” LH @ $3.00 
Shoe Stands, 
0 Taberet, “3 hi 
Heel Rests, No. 305. 


Set Complete $73.00 


C. hs GOODWIN '& 5s Inc. 


Fixtu 
Store Designers and Store Builders 


WORCESTER, MASS. 
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Orders Still Coming in 
for Pre-Easter Delivery 


BROCKTON — Indications of more 
vigorous buying for the Easter season 
were reported at this center during the 
week, although there was not very 
much material evidence. Some shops 
increased output, but the seasonal lull 
continues in many of them. Orders for 
Easter delivery were received in good 
volume, and were started through the 
shops. After Easter delivery goods 
moved slowly, however. 

The feature in the news this week 
was the appearance of some new men’s 
lightweight patterns. Tans tending to 
the darker shades and combinations of 
these leathers constitute the larger 
number of patterns, and made up with 
fancy stitchings and attractive cuts, 
they are quite distinctive. Some of the 
bolder concerns have made up light- 
weights in flashier modes, but stylists 
for the most part have retained the 
more conservative features to give the 
shoe the appearance of lightness that 
its name implies. 

Everything is light leathers for 
women. Parchment and pastels now 
have surpassed even the darker tans. 
There are few blacks. Sandal types 
and step-ins are much in demand. 


Blacks Forge to Front 
in Haverhill Factories 


HAVERHILL — The majority of local 
shoe production is now on blacks after 
many weeks of colored kid predomi- 
nance. Black patent and black satin 
are both moving in increasing quantity. 
Black patent leads all other materials. 
It is being used with a wide variety of 
trimmings in colored kid and reptilian 
leathers. Satin, as predicted, is com- 
ing in for late season popularity. 
Slightly plainer effects are noticed in 
the satin numbers now going through 
the factories. One-strap patterns lose 
none of their popularity and are 
leaders with no serious rival. Plain 
pumps and D’Orsays, some step-ins, 
and sandals also make up the spring 
array. 

The volume of business is improving 
as the spring trading season draws 
near. Novelty McKays lead in volume, 
with the turn business very spotty. 

Heel factories are very busy, but 
pair production is declared greatly re- 
stricted because of the demand for the 
high, slender types, which involve 
added production difficulties. The new 
heel is very popular as evidenced from 
the persistent demand for this type 
made upon the makers. 


Young Menihan an Artist 


RocHESTER, N. Y. (UTPS)—John C. 
Menihan, son of Jeremiah G. Menihan, 
president of the Menihan Shoe Co. of 
this city, has been awarded first prize 
in a poster contest conducted at the 
University of Pennsylvania, where he 
is a freshman at the Wharton School 
of Finance. Young Menihan’s poster 
to advertise the university’s Mask and 
Wig Club annual show, was decided the 
best by a jury of students. Menihan 
is said to have won out over a profes- 
sional artist who had been engaged to 
paint a poster for the show. 





New Cooperative Plant 


HAVERHILL — The first cooperative 
shoe plant to be established in the 
local industry was instituted March 7. 
The former employees of the B. E. 
Cole, Inc., to the number of approxi- 
mately 80, have banded themselves to- 
gether, subscribed to approximately 
$10,000 in stock, and launched the 
enterprise. The firm will make 
women’s turn shoes to sell at $6. A 
lant capacity of 15 cases a day has 

en decided upon. Several of the 
former Cole’ executives, including 
James O’Connell, Vernon Lewis and 
Earle Thompson, are heading the en- 
terprise. An outlet for the shoes has 
been found and operations will begin 
early in April. 


New England Opens Spring 
Season with Style Show 


Boston — The New England foot- 
wear industry is to have an unofficial 
inauguration of its 1927 spring season 
at the B. F. Keith-Albee Boston 
Theater this city, during the week of 
March 28. The daily bill will include a 
“cooperative act” in the form of a style 
revue, under the direction of Madame 
Hamilton Jeffries, in which up-to-the- 
minute models of women’s wear of New 
England manufacture will be worn by 
attractively-costumed young ladies. 
There will also be displayed in the lob- 
by of the theater an interesting ex- 
hibit of ancient and modern shoes and 
some of the colorful leathers of the 
period. It is estimated that 40,000 to 
50,000 persons will attend the week’s 
performances. 


Weyenberg Profits Increase 


MILWAUKEE, WIs.—Net profits 
of the Weyenberg Shoe Manufactur- 
ing Co. of Milwaukee amounted to 
$435,150 for 1926 after depreciation. 
This amount was available for in- 
terest charges on the company’s bonded 
debt of $125,005 and profits available 
for dividends were $228,072. Net sales 
were less than in 1925, when they were 
$7,063,575, as compared to the 1926 
record of $6,813,432. Profits, however, 
were larger in 1926 than in 1925. 
Earnings last year were close to four 
times the note interest, and preferred 
dividends on the $400,100 of outstand- 
ing stock were earned eight times, ac- 
cording to figures in the annual state- 
ment. 


Smokes on Grandpa Grone 


St. Louts—H. C. Grone, former 
prominent executive of the Peters Shoe 
Co., accompanied by his wife, is vaca- 
tioning in Los Angeles until April. 
Mr. Grone was pleasantly surprised to 
have a wire telling him of the arrival 
of a grandson at St. Louis during 
his absence. His son, Robert, is the 
happy father. 


John Putzel in Cuba 


BALTIMORE (UTPS)—John Putzel, 
president of the Clement & Ball Shoe 
Company of Baltimore has gone on an 
extended vacation to Cuba, where he 
plans to remain for a few months. 





Wholesale Trade Volume 
Upset by Late Easter 


St. Louis—Business in the whole- 
sale district at present is reported as 
only fair. March, as estimated by one 
of the largest general line houses, has 
not shown the progress anticipated, but 
it is felt the late Easter has caused the 
slackening tendency. 

Manufacturers are looking forward 
to the last two weeks in March to bring 
this month over the volume of last 
year’s figures. March in practically all 
of the houses will be the most difficult 
month to beat as the volume last year 
was tremendous. Some of the houses 
report shipments equal to those of a 
year ago but future orders are not 
coming in with any degree of regu- 
larity. 

With the advent of warm weather 
and the approach of Easter, all are 
of the opinion business will open with 
a boom. Plenty of black shoes are 
being shipped. In fact, some report 
not having enough black shoes in their 
in-stock department. There is a good 
demand in the wholesale houses for 
black patent. One style manager 
stated he was putting in two black 
satin patterns. 

White is not receiving any serious 
consideration. One of the large houses 
will have two white numbers—a plain 
one-strap in low and high heel. The 
specialty houses are busy and ship- 
ments for March will be better than a 
year ago. 


Light Colors Predominate; 
Blacks Beginning to Gain 


Boston — Sample rooms of factor- 
ies and wholesalers are all dressed up 
in light shoe shades. One in a while, 
a light blue sandal appears, usually 
trimmed in dainty contrasting shades. 
Light grays are prominent in the show- 
ings, as well as several tones in parch- 
ment. Gingham meshes and simulated 
reptiles appear frequently as trims. 
Black patent leather, black satins and 
moires are growing stronger in the 
demand. Dainty chains forming a part 
of the center strap on sandals give a 
jewelry effect to some of the new crea- 
tions for feminine feet. 

Children’s models have appeared the 
past week in a new array of sports and 
dress numbers. Some of the new num- 
bers are trimmed with dainty square 
enameled buckles at the throat. There 
are many fancy soles, as well as crépe 
soles on the spring and summer shoe 
product for the little folks. 

Men’s shoes are being featured in 
the new summerweights, and there is 
a concerted movement here to make a 
strong bid for more spring business 
on men’s shoes, through urging retail 
shoe merchants to prepare for “Sum- 
merweight Shoe Day,” simultaneously 
with Straw Hat Day, on May 15, 


Goldstein Off to Europe 


NEw YorK—William Goldstein of 
William Goldstein, Inc., bench-made 
shoe manufacturers, sailed for Europe 
aboard the Leviathan March 19 on a 
business trip. Mr. Goldstein will visit 
all the important fashion centers to 
gain new ideas for fashionable foot- 
wear. 
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6 Next Fall and Winter~ 
Gaytees 


REG U.S. PAT OFF. 







































That’s what sales 
_to leading stores already prove 


Low galoshes will be the vogue, and no matter 
what is desired, Automatic or Snap-Tite style, no 
matter what fabric or color fashion demands, you 
will find it in the Gaytees line. 

Gaytees have met instant approval from dis- 
criminating buyers, and will meet equal approval 
from your feminine trade with their gay, colorful, 
smart appearance. : 


Wait for the Gaytees salesman. Don’t buy 
until you have heard the Gaytees story. 


















Arsh Gayitees are manufactured only by the 
aie United States Rubber Company 
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Timely Ads Sell More 
Rubber Shoes 





“Keep One Eye Out on” the Weather Man’s Moods 


rubber shoes, prepare for the 

rainy day. Or, prepare for it as 
carefully as you can! For Dame 
Nature oft changes her moods and 
methods of procedure. Let’s see how 
the weather and the retail 


LT: you would sell more pairs of 


wait until as late as February, 1926, 
before putting on his best snow 
“shows,” and then overshoes, rubber 
boots, and all types of heavy rubber 
goods moved lively. This year, there 
were some snowy days here and there 


HHE advertisement of women’s 

overshoes shown on this page is 
an example of a timely tie-up of a 
February rubber stock with the “im- 
mediate” weather? The merchandis- 
ers of the big shoe department of 
Jordan’s know that it is not 
necessary to sit with weather 





shoe merchant have worked 





together—gaiter selling-wise, 
during the past two seasons. 
The progressive proprietor 
of the shoe store, where heavy 
rubber goods prove a profit- 
able item for a least five 
months of each year, judges 
“the tomorrow” of his sales 
of overshoes and other shoe 


weather of the corresponding 
period of the past year. He is 
impelled to do this, because 
however well mathematical 
calculations on heavy snows, 
or cold, may be predicted, he 
knows that the Weather Bu- 
reau discredits them all, em- 
phasizing the fact that the 
only reliable guide as to the - 
behavior of the barometer is 
the record of what has hap- 
pened, and as such weather 
“history” discloses a wide 
variety, as a rule, it is futile 
to base definite plans on these 
records—and yet, it is not 
amiss to keep one’s “weather 
eye” out for approaching 
storms in northern climes, 
anywhere from the middle of 
November until April, and be 
prepared with the necessary 
stock, early in the gaiter-sell- 
ing months. 








N 1926, the snow-drifts began to 

pile up around the first of Decem- 
ber, and as usual, when such an event 
occurs so soon in the season, there 
was a wild scramble, with rubber 
factories and warehouses rushing to 
fill orders. Retail shoe merchants 
who had wanted sizes and styles did 
a most gratifying business, and over- 
shoe sales more than made up for 
any falling off in leather and fabric 
Shoe sales. It was not so in 1925— 
instead, the weather man decided to 





BOSTON 
New York 


ordans ra 


—snow again last night—a wet, 
sticky snow, almost rain 





2 — ¢ 
prePo - 
—whether or not snow or 


rain continued all night, as 
the weather man thought, it's 


Be 
going to be slushy underfoot. 


STYLE IN STORM FOOTWEAR 
— for the rest of this season as well as next — 


—Tan Rubbers—good resilient rubber, to match tan shoes—$1.50 


—Colored Rubber Footholds—harmonizing with costume or raincoat 
(with rubber lined cretonne case to slip in your bag). $1.00 


—Goodrich Zippers—and you all know what they are! $4.50 and 
$5.50 


—Bobbettes —rubberized jersey cloth, for snow or rain, gray or tan. $5.00 
—Collar, Cuff, Top, Overshoes—gray or fawn. $4.00 and $4.50 
—Black Rubbers $1.15 —Black Footholds 8S¢ 


Women's Footwear Shops, Fourth Floor, Mein Store 


Jordan Marsh Company==— 


This is a recent one-time resultful retail ad, which 
appeared in the afternoon edition of a Boston newspaper 


the day after a sudden snowfall 


in February, and merchants every- 
where who had stocked up well on 
the strength of the early overshoe 
business found themselves with a 
considerable stock on their shelves, 
in regard to the distribution of 
which they were “on their toes.” 
They wanted to move the stock as 
soon as possible—they knew that 
there was a market for this stock— 
and so by advertising, at the right 
time, in the daily papers, they told 
the public what it needed. 





what the weather will be at 
some remote period next year 
—they only remembered in 
this instance that they had 
last month’s business to beat 
—that of a month of snows 
against this year’s February 
of negligible precipitation— 


and when a little flurry 
of flakes came along, they 
“jumped” an ad into the 


chart in one hand, figuring 


afternoon edition of one of 
the dailies, and succeeded in 
selling twice as many over- 
shoes and rubbers as_ they 
would have sold had they not 
kept an alert eye on the 
weather man and “got busy.” 
“Only a very few of the old 
stock are left,” said D. G. Ald- 
rich, assistant buyer, in a re- 
cent interview. “We are plan- 
ning to make overshoes a big 
number until March 15, at 
least.” 

There are many models 
from which to choose in this 
and other retail shoe store 
rubber stocks, the country 
over. For whether it is cold 
weather or warm weather, 
rainy days are bound to come. 
And for the warm days just 
ahead, there are many novel- 
ties in light weight effects. 


Button “Boot for Dress” 


One of the brand new novelties 
which has recently made its appear- 
ance in retail shoe stores through- 
out the United States is the seven 
button rubber boot for ladies. There 
are three color combinations which 
are popular and harmonize with the 
hosiery—two shades of parchment 
and tan, and a light gray and a 
darker gray; the two tones give the 
new “compose” effect. 
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The Shoe Man’s Dictionary 


“THE SHOE AND 
LEATHER LEXICON” 


Help the New Beginner in the Shoe Business to 


sae acquire a working knowledge of Trade Terms, 
aa Definitions and Meanings of Technical Expres- 


sions. 


Here are a few definitions taken at random from 
the book: 


A LL shoes fit after a “Aloft”—(sole stitching) A sole stitched without 
fashion, but in to- channel on the under side, the thread showing 


day’s competition, on the bottom of the shoe. 

the 7 dollar shoe “Box Calf’—Calf leather finished with grain 
must fit as well as is side boarded or stamped irregularly. 
humanly _ possible. 
Fair Sex Shoes are 
famous for good fit. 


“Feet-ure Fit” is Hundreds of trade terms made plain to the stu- 
not a mere slogan, dent just starting in to learn the shoe business. 


but with us is a fact. Many shoe stores are using this text book in 


—And another fac- salesmen’s training. 


tor that aids a cus- Can you define these: “Cordovan,” “Deacon,” 
tomers turnover 1s “Epidermis” “Foxing,” “Goodyear,” “Horsing,” 
the dependable de- “Tron,” “Knurl,” “Last Measurement,” “Mc- 
livery of his order. Kay,” “Nubuck,” “Ooze,” “Pancake,” “Rand,” 

“Side Leather,” “Throat,” “Union,” “Viscolize,” 
“Feet-ure Fit” “Welt,” and many others? 


“Chrome-Tanned”—Tanned with bichromate of 
potash and dilute muriatic acid. (See tanning.) 


We offer for im- 
mediate delivery, 


fine fitting Pumps ‘ 
Gorate: daeer , You as an experienced shoe man may be able to 


oO nn 

id and of Whit J 7 ie 

— Vy do it, but how about that ambitious youngster 
c who is eager to learn quickly? 


Send for a copy of the “Lexicon.” 


If you do not believe it is the best book ever 
printed for a shoe store, get your money back. 


Fair Sex Shoes Are The Price Is Fifty Cents 


Bought with Confidence 
"Sold with Profit (Cash with Order) 
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Farr. Sox fw} Shoe Co. PUBLISHING CO. 


LYNN a MASS. 





207 South St. Boston, Mass. 
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Sudden Style Changes 


Build Business for You 
if You Stock Lastics 


Every style change calls for a change 
in rubbers stocked by the dealer 
who handles old type rubbers. 


You - if you stock Hood Lastics can 
fit any shoe that comes into your 
store - your own customers and 
those your competitor cannot fit 
with the old style rubber. 


And a Lastic fit means a trimmer, 
neater foot appearance. That is 
why women’s shoe stores find 
Lastics their biggest rubber seller. 


Made only by 
Hood Rubber Company, Watertown, Mass 


Distributed by 
Hood Rubber Products Co., Inc. 


Through Branches in all 
Principal Cities 


Look for the Hood Arrow 


to 


CANVAS SHOESM® SOLID TIRES RUBBER 
| HEELS & SOLES 
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WHERE TO BUY 
Men’s Shoes 









































110 Duane St. 





HENRY LILLY CO. 
New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 











et 
BROCKTON 








NETTLETON 
Shoes of Worth 


BE. NETTLETON CO. 


A. 
_ ML W. COOK, President 





MBN’S FINE SHOES EXCLUSIVELY 





Manufacturer Advises 
Milwaukee Dealers 
Against Over-Buying 


Sound Merchandising Urged 

Association Meeting; 

Men’s Summer Cam- 
paign Planned 


MILWAUKEE, WIis.—Every shoe re- 
tailer must learn to buy intelligently 
and must develop the courage to say 
“No” to a shoe salesman if he cannot 
use the shoes within 30 to 60 days and 
it should be the purpose of retail shoe 
associations to teach the young men 
starting in business not to overstock 
their shelves with too many brands, de- 
clared Robert J. Dempsey, sales man- 
ager for the Weyenberg Shoe Manu- 
facturing Co., of Milwaukee, at the 
installation of officers of the Milwaukee 
Shoe Retailers Association. 

“The manufacturer is in a position 
where he is unable to advise the retailer 
just what to buy because the retailer 
may take the attitude that the manu- 
facturer is trying to push his own line,” 
said Mr. Dempsey. “Therefore it de- 
volves upon the associations to instruct 
and aid their members in how to buy. 

“Every merchant has to contend with 
distressed merchandise and when it is 
thrown on the market it amounts to a 
large volume. Obsolete merchandise is 
one of the greatest causes of failure in 
the shoe retail business. 

“The manufacturer is interested in 
the finances of the retailer and wants 
to know if the retailer is financially 
able to conduct his business. This com- 
prises the work of the credit depart- 
ment. The credit men analyze the fail- 
ures in business to see how the loss 
occurred, and they also learn why suc- 
cessful retailers make good. 

“Ninety-nine per cent of the failures 
are honest ones, but the biggest per- 
centage of them could have been averted 
if the retailer had followed a few 
sound policies. One of the things we 
have learned about the failures is that 
they have a long list of creditors. They 
are doing business with too many man- 
ufacturers and jobbers and consequent- 
ly have a large stock of obsolete mer- 
chandise. 

“In the extension of credit, char- 
acter, capacity, and capital are consid- 
ered. Character and capacity are the 
big things in credit. A large capital 
is not so necessary if the retailer has 
ability and character, because the man- 
ufacturer will guide the retailer along. 
And if the retailer will buy intelligently 
the chance is that he will make good in 
the business and become a successful 
merchant.” 

Gordon L. Anderson, Chicago repre- 
sentative of the Boot AND SHOE RE- 
CORDER, in a short talk to the Milwau- 
kee retailers pointed out one of the 
evils which he said is becoming a seri- 
ous condition in the shoe industry. It 
is the returning of shoes to the manu- 
facturer by the retailer, after a long 
period of time. 

“The shoe business is the only one,” 
said Mr. Anderson. “where merchandise 
which does not sell is returned to the 
manufacturer. The retailer has no call 


at 














DILLINGHAM SHOE CO. 





ode—Spring Footwear follows the trend of Paris fash- 


Undisputably Che my ing 
fons—the newest shades—the latest lesthers—the smartest combi 
it work 


showing nme was 
Parchment, Water Lily, Rose Blush and 
Prices: 


$9 - $10 - $11.» » $15 


i $1.95 


: e Ig | 
DILLINGHAM’S 


610 Congress Ave. 











The Spring flowers of footwear 
bloom in this advertisement by 
Dillingham’s, Austin, Tex. 





to come back on the manufacturers 
when the shoes do not sell, because the 
retailer bought the merchandise in 
good faith and the responsibility of the 
manufacturer ceases when the retailer 
takes the shoes. 

“I believe that a code of ethics for 
the shoe retailers should have incor- 
porated in it a clause which would not 
permit the returning of shoes to the 
factories.” 

Other speakers included John Calla- 
han of Milwaukee who asked the re- 
tailers to interest themselves in civic 
affairs, and Al Jenkins who advised the 
association to guard its treasury which 
is now in a good financial condition. 
Charles Collar, president of the asso- 
ciation was toastmaster. Entertain- 
ment was provided during the meeting 
which was held at the Hotel Pfister, 
and a buffet luncheon was served. Ray 
Ripple won the attendance prize. 

Among the projects to be sponsored 
by the association this year will be a 
lightweight shoe movement during th« 
summer. A calendar of meetings has 
been arranged throughout the year 
which will be climaxed by a big Christ- 
mas party at the end of 1927. 


Ireland Goes to Richmond 


RICHMOND, VA. (UTPS)—A new 
comer in the retail business world of 
Richmond, who has recently arrived t 
become manager of the Nisley Shoe 
Store at 421 East Broad Street, i 
A. C. Ireland. Mr. Ireland has been 
with the Nisley company for eight 
years, and is thoroughly experience’! 
in the retail shoe business. He comes 
here from Lexington, Ky., where he 
formerly operated the Nisley Store 1o- 
cated in that city. Mr. Ireland is a 
brother of “Billy” Ireland, the well 
known American cartoonist. 
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More Phoned Styles 


Front page of book of styles trans- 
mitted by telephoto. 


ATLANTA, GA. (UTPS)—As a result 
of the recent installation of telephoto 
service in Atlanta, the shoe dealers of 
the entire Southeast are being enabled 
to keep absolutely abreast of the latest 
styles. Only last week every shoe deal- 
er in the Southeast viewed the new fall 
styles the same day or a day after they 
were released in New York. The new 
styles, sketched by Robert H. Foerder- 
er and designed according to the colors 
adopted by the Joint Styles Commit- 
tee, were telephotoed to Atlanta last 
week, and copies were immediately 
distributed throughout the Southeast. 
The transmission was made the same 
day they were released in New York, 
and twenty-four hours later every 
large shoe dealer in the Southeast was 
aware of the styles for fall, 1927. 


Protective Association 
Holds Annual Banquet 


New YorkK—Over 300 shoe retailers, 
mainly from the Lower East Side, at- 
tended the twenty-first annual banquet 
of the Retail Shoe Dealers Protective 
Association of New York, Sunday eve- 
ning, March 13, at the Hotel Astor. 

J. M. Robinson, president of the as- 
sociation, presided as toastmaster and 
introduced the speakers, who were 
Joseph E. Edelson, former District At- 
torney of New York; John J. Holden, 
president of the Retail Shoe Dealers 
Association of New York; Samuel 
Dickstein, Congressman from_ the 
Twelfth New York District, and M. 
Kaufman, a humorist. Following the 
program of speeches, there was a 
vaudeville entertainment and dance. 

In honor of his serving the associa- 
tion as chief executive for six years, 
Mr. Robinson was presented with a 
beautiful silver-handled cane by the 
members of the organization. 


Whitelam Demonstrates 


Detroir—F. E. Whitelam, display 
manager for R. H. Fyfe & Co., was 
chosen to demonstrate the display of 
footwear at the Better Merchandising 
Conference held in Detroit March 8-10. 

is was done in a window set up for 
the purpose on the convention stage. 





Management Changes at 
Sorensen Shoe Stores 


St. Paut (UTPS)—Sorensen Shoe 
Stores, Inc., announces several changes 
in management and plans for expan- 
sion. S. T. Sorensen, founder of the 
company, will remain president of the 
reorganized company. Marshall C. 
Howard, three years manager and 
buyer, has been made vice-president 
and general manager. The secretary 
and treasurer will be C. T. Danielson, 
formerly treasurer for the Western 
Crucible Steel Casting Co., and a di- 
rector. The company has stores also 
in Minneapolis and Duluth, Minn. It 
has been in existence 27 years and its 
St. Paul store is one of the largest re- 
tail shoe stores in the Northwest. 

President Sorensen said: “Mr. 
Howard has had considerable experi- 
ence in retail and chain store manage- 
ment and selling, and our future calls 
for opening of retail stores throughout 
the Northwest. Mr. Danielson will 
handle the financial details.” 

An inaugural expansion sale began 
March 12 in all departments. The 
stock represented regular lines and 
new spring footwear. The women’s 
line was priced at $4.95 and $5.95, 
men’s line at $4.95, boys at $2.95, grow- 
ing girls’ shoes at $3.45 and misses’ 
fine quality lines at $2.95. 


Bonney Tidewater Head 


RICHMOND, VA., (UTPS)—The an- 
nual meeting of the Tidewater Retail 
Shoe Merchants’ Association was held 
the night of March 8 at the Fairfax 
Hotel, Norfolk, Va., and the follow- 
ing officers were elected for the year: 
O. L. Bonney, president; J. E. Babb, 
vice-president; Joseph F. Jones, treas- 
urer, and George W. Wray, secretary. 

Francis E. Turin addressed the mem- 
bers in an interesting manner on the 
private life of John Smith, who landed 
at Cape Henry and aided materially in 
the colonization of America, and also 
told of the inside workings of the Nor- 
folk-Portsmouth Advertising Board. 
Mr. Turin, after telling the members 
something of the history of the ro- 
mantic life of Captain Smith, urged the 
members who were interested in ad- 
vertising Virginia to look upon the his- 
torical side of the State as a valuable 
asset to compare favorably with its 
commercial advantages. 


Bowen with Benesch 


BALTIMORE (UTPS)—Ernest Bowen, 
who for a number of years has been 
associated with several representative 
shoe houses of Baltimore has been ap- 
pointed buyer for the shoe department 
of Isaac Benesch & Sons, 549-571 North 
Gay Street. Mr. Bowen succeeds Mrs. 
Ida Clarke, resigned. Mr. Bowen has 
been connected with the shoe business 
for a number of years. One of his first 
connections was with Zimmerman’s 
Sensible Shoe Store, 237 Park Avenue. 
Later we find him connected with the 
shoe department of the American 
Wholesa'e Corporation, 300 West Bal- 
timore Street. Later still he became 


associated with the Dixon-Bartlett Co., 


110 West Redwood Street. 





WHERE TO BUY 
Men’s Shoes 





Fae F-REYNOLDS Coue. 
BROCKTON MASS. 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Stetson 
te Be Snappy” 





THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 











WHERE TO BUY 
Children’s Shoes 





ae ELAM 99 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office, 183 Essex Street 











WHERE TO BUY 
Standard Shoe Materials 


die el 


West Virginia 


Not a substitute for—but an improvement 
over ordinary leather. 
Pulp Products Department 
WestVirginia Pulp& we — ery 
Detroit 


New York 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mase. 








Colored 
Chrome 


Bi A. - ime 
Mase 
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WHERE TO BUY 
Men’s @& Women’s 
Slippers 
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PARISTYLE FOOTWEAR MFG. CO., INC 
41-45 Washington Ave., Reestien, N. Y. 


The Quality 
Swan Shoe Co., Baltimore, Md. 
New York Office, Room 1116, 1328 B'way 


HIGH GRADE TURN MULES and D’ORSAYS 
Gatins, Kids, Brocades and Fancy Patterns. 


- $27.00 per doz. and Up. é 








eel. 
fer Samples 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 
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$1.00—5% 10 

days; cuse 

lets; gen- 

wine kid 

tum; rubber hed; 
rights and lefts: 8 te 8. 
WM. SUMNER SMITH 


825 Menree Street Chieage, il. 








Novelty Slipper Co. 
Makers of 
Beudeir Slippers ef the 
Better Kind 


121-181 West 19th Street 
New York City 














WHERE TO BUY 


Heel Protectors 











A PROFIT MAKER 
to retail at 


$1.00 pr. 


Comes in 8 _ pat- 
UBAN, 
SPANISH 

An Leather 
PRI Ru DOZEN 
162 Union St. 
MEMPHIS, TENN. 


PATENT APPLIED FOR 











Attractive Southern Store 





The Dabney Boot Shop has been in business since last September at 715 


East. Broad Street, Richmond, Va. 


The display shown is of Florsheim 


shoes. 





Gray with Nisley Store 


SYRACUSE, 
N. Y.—E. W. Gray 
recently assumed 
charge of the local 
Nisley store. Asso- 
ciate with him 
are: J. R. Forbes 
and J. J. Fritzen. 
All of these men 
are members of 
Syracuse Retail 
Shoe _ Salesmen’s 
Association and 
make one of the 
most efficient sales 
organizations in 
the city. Mr. Gray is also president 
of the Retail Shoe Dealers Association 
and is an active worker in every shoe 
movement. 

The entire Syracuse Nisley organiza- 
tion was formerly with the Walk-Over 
store and the men have a wide personal 
following in Central New York, who 
are helping them show a large increase 
in business in their new connection. 


E. W. Gray 


Zavitz to Open Own Store 


CoLumBus (UTPS)—H. B. Zavitz, 
formerly connected with the Columbus 
Petot Shoe Co., in the position as man- 
ager, who sold out his interest in that 
concern six weeks ago announces that 
he will open the Foot Saver Booth 
Shop in a store room about 18 by 40 
feet on Market Street. Indianapolis, 
around April 15. Mr. Zavits recently 
returned from the Indiana capital 
where he closed a lease for the store 
room which is in the Illinois Building. 
The room will be redecorated and new 
fixtures installed. The store will be 
operated as a high grade ladies boot 
shop, with prices $10 and upward. 


| 
| 
| 
| 


| 











Don’s Bootery Is New 


Salon in Fort Worth 


Fort WortTH (UTPS)—Don’s Boot- 
ery is the newest women’s shoe salon 
in Fort Worth. The company is located 
at 413 Houston Street and opened for 
business this week. It carries a com- 
plete line of the latest the market has 
to offer. On the opening day the house, 
instead of giving the ordinary souve- 
nirs, made a present of a $2 pair of 
silk hose with each pair of shoes pur- 
chased. 

The opening sales the store features 
ties and step-ins, almost of the sandal 
design. They had high heels and short 
vamps. Pastel colors in combinations, 
or shell grays with fancy gingham heels 
and trims appeared to be the favorite 
of the women. The store showed a con- 
siderable number of black patents and 
satins, but the greater part of the of- 
ferings were in tints and trims to har- 
monize. 5 


New Youngstown Store 


YOUNGSTOWN, OHIO (UTPS)—The 
Newman-Hoffman Co., Inc., has been 
chartered with a capital of $10,000, to 
deal in shoes as well as men’s clothing 
and furnishings. The place of business 
will be at 276 West Federal Street. 
Incorporators are Jacob Newman, Mil- 
ton Newman, Harry B. Hoffman, A. B. 
Cooper and Leo S. Wilkoff. 


New Shoe Stores 


The Outlet, Anderson, S. C. 

A. M. Sudow, 309 E. San Fernando 
Boulevard, Burbank, Cal. (shoe de)t.). 

James S. Coward, 37 West Forty- 
seventh Street, New York City (a out 
to open). 
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St. Louis now has an exclusive Florsheim shoe store, opened Feb. 12. 
It is on the corner of Seventh and Olive Streets, a nearly 100 per cent 


men’s location. 


Over Store in Oakland, Cal., has been appointed manager. 
has windows facing on both streets. 
The interior is finished in walnut. 


lobby style. 


C. W. Hubbard, formerly connected with the Walk- 


The store 
The Olive Street entrance is 
There is a balcony 


at the rear of the store which is used as an office; also, a narrow 


balcony on the east and west sides of the store. 


There are 24 seats 


of the office type easy chair. Shelving is installed to carry approxi- 
mately 3000 pairs of shoes on the first floor with a basement for 
additional stock 
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WHERE TO BUY 


Women’s Novelties 


Oe 06 Oe ere re er ere 


Spring Styles in 
Stock to sell for $3, 
$4 and $5. Samples 
sent at our expense. 
Write now. 


Samuel Cehen Shee Oo. 
72-62 Lincoln St. 
Gesten, Mass. 





Latest Styles at 
} Popular Prices 


eS Always in Stock. ~ 
143 DUANE ST-NEW toa Gry 











WHERE TO BUY 
Ballet Slippers 


i ie te oe 





LYONS AND COMPANY 
Heod Tern BALLETS 

Wo'a Mies’ ce 

$1.45 $1.40 $1.35 


Also Hard Toes 
IN STOCK 
Bend for Samples 








Creighton-Sidell Co. 


to Open in Columbus 


CoLuMBuUS, OHIO (UTPS)—A new 
shoe store to be operated under the 
name of the Creighton-Sidell Co., to be 
located at 54 East Broad Street, will 
be opened the first week in April. The 
concern is incorporated under Ohio 
laws with a capital of $10,000 by O. R. 
Creighton, S. H. Sidell, Mabelle Sidell, 
Henry Sidell and Elizabeth Corey. Mr. 
Creighton is a chiropodist formerly of 
Marietta, Ohio, while Henry Sidell has 
been engaged in the retail trade in Co- 
lumbus for a number of years. The 
company will handle the “Glovegrip” 
line of ladies’ shoes made by the Ar- 
= Shoe Co., of North Attleboro, 
Mass. 


New Store 


MADISONVILLE, OHIO—McDonough & 
Co. recently opened a men’s store here, 
which is carrying a complete line of 
shoes and men’s furnishings. William 
J. McDonough, formerly with the 
Walk-Over Shoe Store of Cincinnati 
for five years, and with Maddin’s Shoe 
Store for two years, has taken an in- 
terest with L. Emden, who conducts a 
store at Brighton, a suburb of Cincin- 
nati. Mr. McDonough will take charge 
of the store at Madisonville, as buyer 
and manager. 


| stalled. 





Remodel Shoe Dept. 


BALTIMORE (UTPS)—The extensive 
remodeling and improvements made in 
the shoe department of Hochschild, 
Kohn & Company, have enlarged the 
department and will greatly facilitate 
sales as well as make it more conve- 
nient for both customers and salesper- 
sons. At one side of the department 
new shelving equipment has been in- 
This has an upper tier to 
which access is had by a runway. This 
arrangement affords the carrying of a 
larger stock within easy reach of the 
salespersons. The other side of the de- 
partment, while not having the upper 
tier, is also compactly arranged. 

Placing the shelving on both sides 
of the department has made the shoe 
department proper more spacious and 
unobstructed. Near the entrance to the 
department which is located on the sec- 
ond floor are four large glass display 
cases, in which the newest modes in 
women’s footwear together with its ac- 
cessories is attractively displayed. 


Roy Brouwer Dead 


MILWAUKEE — Roy Brouwer, nine 
year old son of S. J. Brouwer, well 
known shoe merchant of this city, died 
recently at the home of his father here. 
The deep sympathy of the Boot AND 
SHOE RECORDER and al! other friends 
of Mr. Brouwer is extended to him in 
his sad bereavement. 


EW ALLETS 
mee Tern, Viel Kid 
Im preved In Stock 
Seft Tee: Child's $1.18; 
Misses’ $1.20; Wemen’e 
$1.25. Hard Tee: Child's 
$2.25; Misses’ $2.88; 
Wemen's $2.35. 
Also Better Grades metropolitan Sttpeer Ge. 
a 
184 W. Bway, How York 
Bempies on Request Everythiag le Sfippere 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bie2 Bik. Glazed Kid, Seft Tee 
ia” J 
gine fh atts 
r 


SCHWARTZ &2 HERDER, Inc. 
faliste in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








HAND TURNED, BLACK KID 
—~= BALLET SLIPPERS 


ly_ attended te. 
ROSENBERG SHOE CO. 
. Srd St., Philadelphia 











Im Stock Black Bal- 
let Slippers 


fi:30 pr. 

SLOG SHOE CO., INO. 
147 Duane St., 
New Yerk, N. Y¥. 
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WHERE TO BUY 


Shoe Ornaments 





ZER BROTAE. 
Newest Importations 


SHOE ORN: 
Studded Heels 
6°38 W32ndSt.New 


WHERE TO BUY 


Miscellaneous 





STUDY CHIROPODY 


Make $5,000 to $15,000 a Year 
Become a Doctor of Surgical Chiropody. The 
only uncrowded field. Study at largest foot clinic 
in world. Faculty of physicians, surgeons, chirop- 
odists. Finest laboratories and equipment. Four- 
teenth successful year. Entrance requirements, 4 
years high school or equivalent. Course, 2 years 
Next classes, October. Opportunities to earn way 
while studying. Write for catalog. Dept. B. 

ILLINOIS COLLEGE OF CHIROPODY 
1327 N. Clark Street, Chicago 














ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 














New Walk-Over Shop 
. Opened in Oshkosh 


OsHkKOSH, Wis.—The formal opening 
of the new Walk-Over shoe store here 
was held on Saturday, March 5, and a 
number of visitors were at the store 
during the day. The store is to be op- 
erated as a main branch of the Mil- 
waukee store and is under the manage- 
ment of W. F. Peterson who has been 
associated with the Milwaukee store 
for the past three years. Under the 
branch arrangement, the new modes 
will be shown in the store here as soon 
as they are received in Milwaukee. 

The store is one of the best appointed 
in the State. The show windows are 
of an ivory block background with black 
walnut trim, following out the general 
color combination of the interior. All 
woodwork in the interior is finished 
artistically in black walnut, contrasting 
effectively with the walls of dark ivory, 
and the ceiling which is of a lighter 
shade of ivory. 

There is a balcony on each side of 
the store and the space is utilized for 
reserve stock. The rear balcony serves 
as the office. The hosiery display cases 
are located near the front of the store 
and are equipped with glass front 
drawers, permitting the customer to 
note the variety of shades and designs. 

Cushioned seats of the theater type 
are installed. Along the sides, in addi- 
tion to the space for the shoes, are four 
built-in foot cases each with a tilted 
mirror to show the shoe as it appears 
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Ask Me Another— 


Answers to Questions on Page 38 


Answers to “What Do You 
Know About Kid?”’ 


. 58,498,000. 

. Approximately 8 to 1; in 1926 the 
actual exports were 48,560,000 
square feet and imports 6,734,000 
square feet. 

. Glazed kid is the strongest of all 
commercially important leathers 
used in the manufacture of shoes in 
accordance with the tests made by 
the Massachusetts Institute of Tech- 
nology. 

. About 75 per cent. 

. In 1888 on glazed kid. 

. Glazed kid. The nature of the goat- 
skin is such that the tanning and 
coloring materials permeate so well 
that it forms an ideal skin for mak- 
ing colored leathers in all the wanted 
colors. At the same time, its _pli- 
ability results in the well recognized 
foot comfort of glazed kid shoes. 


Answers to “What Do You 


Know About Patent Leather?”’ 
1. a. Seth Boyden. 
b. 1818. 


2. A calfskin japanned on the flesh 
side. Made in Germany. 

8. Patent Colt—made from coltskins 
and small horsehides. 
Patent Kid—made from goatskins. 
Patent Calf—made from calfskins. 
Patent Sides—made from light cat- 
tle hides. 
Patent Kips—made from kip skins. 

4. The Belgians and the French use 
horse meat as food. 


5. Boston. 


Answers to “What Do You 
Know About Sole Leather?” 


1. The value of color in sole leather is 
purely artificial. At times, color is 
a detriment, on account of the vari- 
ous bleaches, strong in acid content, 
used, which naturally weaken the 
fibre of the leather. 

. There is no reason why healed grubs 
and scratches should be regarded as 
undesirable in sole leather. Healed 
grubs occur in the very choicest sec- 
tions of the hide, producing the best 
sole leather—namely the bend (kid- 
ney) section—the grub attacks a 
place where the animal cannot 
reach to scratch, but the skin soon 
heals. and the wear of the leather is 
not affected the same with scratches. 
which are caused by briars and 
make a little abrasion on the grain, 
but likewise do not affect the wear 
of the hide. 


3. The first tanner, mentioned in the 
Bible, was Simon Peter, who had a 
tannery at a place called Joppa, near 
Palestine. There is now a tannage, 
famous as a finders’ leather, for re- 
pair work, called Joppa. 

. Domestic consumption of sole leath- 
er amounts to approximately 15.- 
000,000 sides, backs, and bends. 

. A side represents one-half of the 
whole hide; a back approximately 
72 per cent of a side—in making 
backs, approximately a 6 per cent 
head is trimmed from the side, leav- 
ing a 72 per cent back, and a 22 per 
cent belly from the side (very littie 
side leather is made these days into 
soles). A bend represents 68 per 
cent to 70 per cent of the back, 
being made by taking off approx- 
imately 30 per cent back of the 
shoulder, and the shoulder being cut 
therefrom to the extent of 30 per 
cent to 32 per cent. The hide of the 
entire animal is used making sole 
leather, and of the three terms— 
Sides, Backs, and Bends, the last 
(Bends) are the best. 


Answers to “What Do 
Know About Calf?” 


1. Calf leather is now being manufac- 
tured in a very mellow (or soft) 
tannage, which gives the consumer 
the maximum of comfort and wear- 
ing (or service) qualities. 

. Recently, there has been developed 
a finish which is practically soil- 
proof. This finish makes the leather 
impervious to grease, and it can be 
cleaned with ordinary soap and 
water. This feature is especially de- 
sirable in view of the vogue of light 
colors. 

. Calf leather gives maximum quality 
and service because the skins «re 
from animals that have reached the 
youthful, pliable, stage, when the 
texture of the skin is at its finest, 
and the natural fibre is strong re- 
sulting in a finished product of rich 
quality and maximum strength. 

. The terms of suede and ooze are 
generally applied to a velvety finish 
—such as a calf leather finished on 
the flesh side, although similar fin- 
ishes are produced on skins other 
than calf. Calf leather finished on 
the flesh side gives to the suede or 
ooze a very fine “nap,” with excel- 
lent wearing qualities. 

. Calf leathers are produced in all 
fashionable shades and designs, in- 
cluding the most delicate pastel 
shades, latest novelty grains, and 
printed effects, manufactured from 
light-weight calfskins, suitable for 
the daintiest of shoes. 


You 








on the foot. Above the foot cases are 
display boxes in which the latest styles 
will be shown. 


Roy C. Strese Killed 


JEFFERSON, Wi1s.—Roy C. Strese, 36, 
son of Theodore Strese, who operates a 
shoe store in this city, was instantly 





killed in an automobile accident near 
here recently. He was employed in his 
father’s shoe store. His death occurred 
when the car he was driving left the 
highway and crashed into a telep/ione 
pole. Another occupant of the car es 
caped with injuries about the head. 
Mr. Strese is survived by his wife. five 
children, and his parents. Burial was 
at Jefferson. 
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Quaker Colors 
Fulfill Expectations 





Color 22 
THE ESTABLISHED FAVORITE 


















































OOOO 





ss seus set QUAKER CITY MOROCCO COMPANY #32 Hntnsion st 


Boston, Mass. 
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SPORT 


No other leather is so ideal for 


| 
| 
| 
| 
| 


Sport Shoes 








HIS is a day when every bit of extra selling argu- 


ment counts. 


You can select no leather for your sport shoes that 
will give you so many interesting and convincing talk- 


ing points as SPORT WILO. 


It is rightly known as “The leather that sells more 


shoes.” 


Our now most popular colors are 


SMOKED 
COLORS 


Light Smoke, Dark Smoke, 
Camel Smoke, Stone Smoke 


Colored by our exclusive old 
fashioned smoked _ process 
which makes them deepen 
and darken with age. Easily 
cleaned with a damp cloth 
and good soap. 


and 


WHITE 
SPORT 
WILO 


It is white—cleans readily 
and is just the thing for the 
very popular white golf and 
sport shoes with black coun- 
ters and toe caps. 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 


BRANCHES 


7634 Bosworth St., Chicago, IIl. 
100 Gold Street, New York 


308 Leather Trades Bldg., St. Louis, Mo. 


200 Davis St., San Francisco, Cal. 


ALMOND 
WHITE 
BLACK 

LOG CABIN 
TANGERINE 
GOLDEN TAN 
BLONDE 
LARK 


COFFEE 
LIGHT SMOKE 
DARK SMOKE 
CAMEL SMOKE 
STONE SMOKE 
PARCHMENT 
ROSE BLUSH 
SHELL GRAY 


~ 
. No other leather com- | 
| 
bines such _ exceeding 
comfort with such sturdy 


strength. 


. When wet, dries out 
again in its original soft- 


ness. 


. Wide range of colors— 
16 in all—meets every 


requirement of fashion. 


. Holds looks 
through the life of the 


shoes. 


its good 


. Rugged wear and ex- 


ceedingly long service. 


. A “tight” tannage, yet 
permits the feet to 


breathe. 











| 
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C:H-ALDEN COMPANY 
Designers axd Makers of Mens Fine Shoes 


ISAS ERS 
AEEEZESS 
CE 











CORRECT AS A MEDIUM WEIGHT 
SPRING OXFORD 


Boston Office: 104gh Street 
[actory and Executive Oftices 
ABINGTON, MASS. 
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For every occasion 


*““STAR BRAND SHOES ARE BETTER” 


Better to Buy—Better to Sell—Better to Wear 








ROBERTS, JOHNSONS RAND 


Branch of International Shoe Co: 


ST. LOUIS, U. S. A. 
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O finer leather has ever been 

produced than P. & V. Lotus 
Calf. For years it has been the 
standard of comparison. 


To women the velvety smoothness 
and rich lustre of Lotus Calf are 
fascinatingly irresistible. Men, too, 
admire this full grained leather for 
its promise of long wear and pet- 
manent beauty, and its tight break. 
Retailers, when they insist upon 
fine shoes made with P. & V. Lotus 
Calf, can truly say they offer the 
finest that money can buy. Samples 
gladly sent on request. 























PFISTER & VOGEL LEATHER CoO. 








MADE IN MILWAUKEE SOLD ALL OVER THE WORLD 
— <a 








pn Da oe ase. Milwaukee, Wisconsin SAN FRANCISCO, CAL. 
CHICAGO. ILL. NORTHAMPTON, ENG, 
PHILADELPHIA, PA. LEICESTER, ENGLAND 
ST. LOUIS, MO. FRANKFURT, G 
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United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





March 19, 1927 


We are now teady to promptly 
execute orders for our 
new and revolutionary 


RAJAH 


CANVAS SHOES 
with genuine RAJAH crepe soles 


UNVULCANIZED 


Our new factory, built specially for the 
making of RAJAH Canvas Shoes is now 


operating. 


Now we are prepared to serve the 
RETAIL trade, who recognize the many 
advantages and extra profit afforded by 


this far-in-advance canvas shoe. 


Alfred Hale Rubber Co. 


Established 1837 
ATLAN1iC MASS. 


SOLE MAKERS OF RAJAH RUBBER PRODUCTS 
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A Few of the 
Unusual Features of 


Rajah Canvas Shoes 


A Distinct Advance 


The first canvas shoe 
of its type ever made. 


Never Such Comfort 
in a Canvas Shoe 


Instead of offering re- 
sistance, the RAJAH 
Sole “gives and takes” 
with the tread—giving 
barefoot freedom — 
ample protection. 


On a New Last 


Designed to give 
smarter and cleaner 
lines, as well as better 
fitting qualities. 


Made in B to F Widths 


(Bals and Oxfords) 

Instead of the ordi- 
nary medium and wide 
styles. 


Pure Crepe Rajah Soles 
(Unvulcanized) 


Their pronounced 
elasticity is far superior 
to the artificial crepe 
vulcanized soles. 


A Canvas Shoe With 
Real Shoe Lines 


Decidedly distin- 
guished in appearance 
from the ordinary 
sneaker, RAJAH Canvas 
shoes are designed to 
satisfy the demand by 
particular people for a 
neater, better fitting and 
more comfortable canvas 
shoe than they have 
ever known before. 
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| The Tie That Binds 


CORDO-HYDE laces bind where 
others break. They perform a double 
duty—give months of additional 
service for your customer—and 


safeguard your reputation for 


quality. UV ‘i 


Tell your manufacturer you want 
CORDO-HYDE laces on every 


order. 


Feature CORDO-HYDE laces 


—for extra sales and extra profits. 


Shoe Lace Division 


O. A. Miller Treeing Machine Co. 


BROCKTON, MASS. 
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“Freya” “Yvonne” 


A plain but pleasing pattern in a new One of the prettiest of our Spring cre- 
Sherwood pump. Handsome _lines— ations. All patent leather. A remark- 
perfect fitting. In all materials. ably fast seller. 


1A C1 0 ie 
a 


Sherwood’s 


Spring Creations and Smart 
Modes have the endorsement 
of discriminating buyers of 
modish footwear salable at 
good profits. 


The finest selections of leath- 
ers and materials and correct 
fitting of lasts and patterns 
make Sherwood Shoes busi- 
ness builders. 





















































Lines? Salesman will call on 


we 


i request. 
PI ae - 
Mr. JAcK CLARK 
ad fort Des Moines Hotel 
Des Moines, Ia. 


| Have You Seen the Newest 





March wade 16 and 17 








Sherwood Shoe Co., Inc. 


Rochester, N. Y. 


NEW YORK CITY CHICAGO 
R. F. Schneider F. J. Le Pine 
907 Marbridge Bldg. 1618 Republic Bldg. 
om ADELPHIA L Os ANGELES 
*, Schoell G. C. McAtee 
M5 So. 4th St. 706 Forrester Bldg. 
DENVER, COLO. 
W. B. McNutt, 218 Charles Bldg 
PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 
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Spring Colors 
of Pronounced Character 


If you are aiming at that class of women 
who are influenced only by merchandise of 


true fashion distinction, order your shoes 


made of these CREESE & COOK Spring 


colors. 


WATER LILY 
PASTEL PARCHMENT 
ROSE BLUSH 
TONY BEIGE 


CREESE 


Rereyey 


ORE © 1.4 Ge. Gna am 4 
95 South St. 
SILVEY & CHRISTMAN 
82 Gold Street 


ite. 
* 
New York City 
HAINES & vo Ee 
sco, 


ALLEN H. McCREEDY . BS 3 
1602 Locust St. ; - 200 Davis St., San Fran 
St. Louis, Mo. as Cal. 


TANNERIES: 
DANVERSPORT, MASS. 
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Don’t Carry A Mountain 


On Your Back 


OLD SPANISH PROVERB 


9° PYSNER’s 


SCIENTIFIC 


HOES 


be burden of a heavy stock is a mountain weight that merchant agencies 

for Dr. A. Posner Shoes, for the younger generation, are not called upon 
to bear. Our In Stock Service takes care of that. The merchant need only 
carry the stock required to meet his immediate business demand. He is secure 
in the knowledge that his duplicate orders will be taken care of promptly. 


Our new In Stock catalog will show how completely the requirements of the 
retail merchant are covered—and it will also show you some singularly at- 
tractive styles. It indicates but one of the many advantages enjoyed by those 


who carry Dr. Posner Shoes. 


Shall We Send You a Copy? 


D=A. POSNER, SHOES, Ic. 


142 WEST BROADWAY 
NEW YORK CITY 
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Patent Leather 
in Solid Colors — 
and 
Mother of Pearl 
Effects 
in 
Rose Blush 
Pastel Parchment 
White 
Grey 
Red 
Blue 


Green 


Also a Black Patent 
Leather for immedi- 
ate delivery im sides 


and kips. 




















The 
“Black Bottom” | 


The New VANITY 
Bow for the Flapper 
Fashion’s Latest Fad 
















Bow No. 3439 


Specially priced for the Retail Trade 





Patent and Satin 
Carried in Stock 
$6.00 per doz. pairs 





Combinations in Colored Kid 
$7.00 per doz. pairs 
Can be quickly attached to operas, gore pumps and tongue 
Ss. 





Distributor for New York State: 
Blog Shoe Co., Inc., 147 Duane St., N. Y. 


THE VANITY NOVELTY WORKS 
1261 Atlantic Ave. Brooklyn, N. Y. 





































2 pie 


63 SOUTH STREET 


Woman’s 2% to 8 $1.45 
Misses’ 1114 to 2 1.40 

| Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 


a a a 
BROOKS 
725~35 No. 6::Street. Philadelphia, Pa. 








ah wu 
HAND TURNEO Ee 


Whenever Greeley Boudoirs are 
stoc’ cke d, they usually find a aoe 
business for themselves. Becaus 
they are everyday, sensible 7 
pers, with leather or rubber heels, 
— of black or colored kid, 
carried in stock for immediate 
delivery. If your jobber 
cannot supply you—write 
us. 


A. W. GREELEY 


Manufacturer 


Haverhill Mass. 



















NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 


























IN STOCK 


Sa eee 
SHOE a @ oe Crum O% 0! 














March 19, 1927 BOOT AND SHOE RECORDER 














0 Serve You Better! 








—-we now announce 
sales representatives 
in all principal 


centers, offering 











A great line of Popular Priced Ladies’ Footwear 


Here They Are. The men who will 
show you these smart, peppy styles: 


M. L. Levy Lloyd J. Gordon M. Rosenberg 
New York City Southern Representative Western Pennsylvania 
Office: 531 Godchaux Bldg 
Al. Stricof New Orleans, La. D. Freedman 
Brooklyn, N. Y. M. J. Baumgartner Eastern Pennsylvania 


ee Milwaukee, Wis. C. Mort Phinn 


Office: 401 Lafayette Bldg. 1. bes Wise — Illinois 
Sol Margolies a W. L. Hart 
Ohio A. ou Indiana 
Office: Cleveland, Ohio . oulsiana a8, 98. Slavery 
A. Spear Finley Sheets Kansas City, Mo 
Maryland & Washington, D. C. Texas sictheces 
Office: 100 N. Eutaw St. A. L. Cowan I. Glassberg 
Baltimore, Md. Oklahoma P St. Louis, Mo 








Our Southern Branch, with an IN STOCK Department 
531 GODCHAUX BLDG., NEW ORLEANS, LA. 


Emil Lublin, Inc. 


143 WEST BROADWAY, NEW YORK CITY 
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MEET CHAIN STORE COMPETITION 


In Your Community by Buying 
“DECIDEDLY BROCKTON SHOES” 


“fj 


\) agg 


Our shoes are priced to retail at $5-$6 the price that built the chain, and gives you a profit 
enjoyed by the chain organizations. 


Our shoes give you greater values, larger profits and quicker turnover. 


Let us prove to you that our shoes in your store will place you where no competition wil! 
disturb you. 


Write for our Proposition and Catalogue of “In Stock” Shoes for Men and 
Boys, the Greatest Value Ever Offered in Calf Shoes to Rétail at $5—$6. 


BROCKTON SHOE MEG. CO., Inc. 
BROCKTON, MASSACHUSETTS 


BOSTON OFFICE AND SALES DEPT., 186 LINCOLN ST. 


NEW YORK STOCK DEPT. ATLANTA CHICAGO AKRON SAN ANTONIO SAN FRANCISCO 
Marbridge Bldg. 15 No. 4th St. 238 Peachtree Republic Bldg. 335 Walsh Bldg. 801 Russell Bldg. 526 Pacific Bld 


PHILADELPHIA Arcade 
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LENDER FO 


ARCH FITTER 


TRADE MARK 


Just One of the Many 
Perfect Fitting Shoes 


It is FIT that has made the W. B. Coon 


Co. line famous. 


Naturally, some of our shoes fit certain 
types of feet better than others. 


Our 309 last fits more “hard-to-fit’’ feet, 
than any of our other lasts. 


Our tongueless oxford, on the 309 last 
will fit more difficult feet than any other 
pattern on the same last. 

Style B1929—Patent Leather 


Style B1933—Black Glazed Kid A pattern that has proven an all around 


fitter on a last that has proven an all 
Cut-out tongueless Oxford, 14/8 cov- round fitter is bound to produce an all 
ered Cuban heel. 309 last. Goodyear around seller. 


Welt. Arch supporting shanks. 
Moral—PLAY OUR TONGUELESS 


In Stock OXFORDS. 
Widths AAAA to EEE 
aacaies They do FIT beautifully—incidentally 
; they are smartly styled, have a light airy 
appearance, and will command BETTER 
PROFITS, because they are BETTER 
FITTING SHOES. 


Thousands of pairs In Stock; thousands 
of pairs in process. You keep the orders 
coming. We'll keep the shoes coming. 





37 Canal St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 

















SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 











SALESMEN 


Prominent manufacturer of medium priced shoes wants specialty salesmen for its line of 
men’s and boys’ welts in the following territories: 
No. 2 New York State except Greater New York City and Long Island. No. 3 Maryland, 
District of Columbia and Virginia. No. 4 North and South Carolina. No. 5 Georgia and 
Florida. No. 6 Alabama, Mississippi and Louisiana. No. 7 Texas and Oklahoma. No. 8 
No. 9 Kentucky and Tennessee. Our specialty 
is style shoes for young men to retail at $4.00 and $5.00 and our men’s $2.85 line is un- 
usually strong. Our boys’ shoes correspond in grade and style to our men’s and are built 
not only to wear but to have strong style appeal. 
other lines in all of these territories which will be helpful in placing this line. This is 
an attractive proposition for financially responsible mature men and should appeal to 
retailers who would like to do some traveling to enlarge their income and incidentally 
increase their knowledge of how the other fellow does business. Our line is planned and 
priced to get the business of the better class of retailer. Give complete information. 
Address 721, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 


Missouri and Arkansas except Kansas City. 


WANTED 


Salesman 


Wanted 


to carry up to the 
minute College Girl 
type of shoe and com- 
plete Juvenile line. 


No. 1 New England except Connecticut. 


We have established accounts on our 





All Goodyear welts. 








State of Georgia 


Stitchdowns and Growing Girls’ 
Welts 


Salesman wanted to sell a popular- 
priced line of high grade children’s 
stitchdowns and_ growing girls’ 
welts in state of Georgia. Only 
man with established trade desired. 
Please give us references in your 
first letter. 


Helmholz Shoe Mfg. Co. 
Milwaukee, Wis. 





Territory: New Jersey, 
Pennsylvania, Mary- 
land, Delaware. Pref- 
erence given to Phila- 
delphia resident and 
man with juvenile ex- 
perience, exceptionally 
strong in stock propo- 
sition. Reference must 
be enclosed. 


States of North & 
South Carolina 


Stitchdowns and Growing Girls’ 
Welts 


Salesman wanted to sell a popular- 
priced line of high grade children’s 
stitchdowns and _ growing girls’ 
welts in states of North and South 
Carolina. Only man with estab- 
lished trade desired. Please give 
us references in your first letter. 


Helmholz Shoe Mfg. Co. 
Milwaukee, Wis. 














A Real Side Line 


for Salesmen who are interested 
in making money. 


Carry (1) Tennis shoe representing run 
from little gents to mens and (1) Play 
Oxford infants to misses to sell at a 
VERY low price across the ee in 
case lots. Commission 5%. og Fong 
territories still open. Address 20, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





Scheiffele Shoe Co. 
980 Northampton St. 
BUFFALO, N. Y. 


WANTED 


Experienced salesmen to sell on com- 
mission line of Women’s Arch Support 
‘cotwear carried in stock. Territory 
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open Illinois, Indiana, Southern Iowa. 





Till Shoe Co., Owego, N. Y. 





“TEN MEN’S SHOE SALESMEN 





N unusual be yey og is offered to resident 
salesmen, 

trade in their respective territories, to repre- 
sent one of the finest and most complete lines 
of men’s, women’s, children’s up-t te house 





slippers. Brooklyn turns, Satin and Kid 
Mules and D’Orsays. Medium priced line, 








FLA, GULF. MICH. ILL, 
ANS., NEB., IA., MO. ARK., 
OKLA., NOniO, WwYo., CoLo., 


a 
Beautiful tast repeating side line oes’ 
flexible turns. 28 numbe all in stock—no 
unpacking—instant display on opening case. 
Straight 7% commission. References 


ter. 
"SCHUYLKILL SHOE CO. 
Orwigsburg, Pa. 


shipped from stock. Only men of proven abil- 
ity and good records will be considered. No 
pe green to a non-conflicting side line. 
full particulars and references in first letter. 
Address C-705, care Boot and Shoe Recorder, 
239 W. 39th St. New York. 


One of the largest men’s shoe 
manufacturers of undisputed lead- 
ership in staple men’s shoes has 
added a line of Young Men’s Qual- 
ity novelty oxfords. Ten dollar 
shoes to retail at Seven Fifty. 


We will consider only road sales- 
men with yearly es of men’s 
shoes approximating $100,000. We 
Write want the best _ character shoe 
salesmen in the United States, and 

roperly compensate 

e make e flat 


© are in close touch with their 





DE line, one grip, snappy men’s welt shoes, 
In-Stock. Michigan exclusive of Detroit, 
northern Ohio, Indiana, and _ other Middle 
Western territory open. BRANDAU SHOE ass. 
CO., Detroit, Mich. 








statement that our sales cam ign 
will be the sensation of 19 

Address C-611, care Boot & Shoe 

a 207 South Street, Boston, 
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SALESMEN WANTED 











EXPERIENCED SALESMAN WANTED— 
A real producer with an established trade 
can make connections with a leading European 
shoe manufacturer manutacturing high grade 
and medium men’s and women’s welt or Ago 
shoes. Address C-682, care Boot and Shoe Ke- 
corder Publishing Company, 207 South St., 
Boston, Mass. 





SALESMEN WANTED to carry strong side 
line of children’s shoes for Maine, New 
Hampshire and Vermont. Address C-701, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





ALESMAN WANTED—To carry men’s line, 

twenty-six shoes, in stock, imported and do- 
mestic calfskins, — lined, $3.40, Armour’s 
Ivory Kips, $2.8 Terms, 4 per cent 15 
days, net 30. Siesight commission 6 per cent, 
advances each week of 75 per cent of commis- 
sion earned the week before on accepted orders, 
the other 25 per cent on agreed basis. Michi- 
gan, northern Indiana, including South Bend, 
Fort Wayne, etc. Write, giving full details 
in first letter. Address C-715, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass 





SALESMEN for men’s calfskin shoes retailed 
at four to five dollars. Can be carried as 
side line. In stock proposition. Pennsylvania, 
New York State and Virginia open. Commis- 
sion basis. Address C-712, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





IDE LINE salesmen with established trade 

to carry eight samples of boys’ Goodyear 
Welts, stock shoes, old firm, 6 per cent com- 
mission. Address C-710, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











LINE WANTED 


WANTED women’s high style novelty line of 
Eastern turns or Rickey to retail from 
$6.00 to $7.50 for Southern territory. Have 
traveled same for years and know most of the 
trade. Will carry with high grade line now 
selling or separate. Can furnish best of refer- 
ences as to ability and character. Address 
C-699, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








Short Lines of Ladies’ Shoes Wanted 
One retailing from $3.50 to $5.00 and 


one from $6.00 to $7.00. Must be 
quick sellers. Michigan—Indiana—Ohio 
—Kentucky. Large retail and chain 


stores. No advancements 

Long acquaintance in the trade. Ad- 

dress C-716, care Boot and Shoe 

BecceSen, 207 South St., Boston, 
ass. 


HELP WANTED 


HELP WANTED 








opportunity for the right man. 





SALES MANAGER WANTED 


A financial house interested in a shoe factory in the Middle Western 
States desires to secure a competent and experienced Sales Manager 
capable of taking hold immediately of the sales of company and ma- 
terially increasing present volume of business. 
for the manufacture of popular priced men’s shoes. 
been established for a number of years and has operated successfully, 
but has not produced the volume which it should. This is an excellent 
In answering give full details regarding 
qualifications with full statement of experience and references. Address 
C-719, care of Boot and Shoe Recorder, 207 South St., Boston, Mass. 


Plant is well equipped 
The business has 





Managers Wanted 


This Proposition Offers 
Rapid Advancement 
For young men with ambition and 
knowledge of the shoe business. 
Can You Successfully 


Merchandise and manage a depart- 
ment selling Ladies’ Popular Price 
Novelty Footwear? 


If so, apply to 


JOHN S. WILKERSON 


1224 Washington Ave. 
St. Louis, Missouri 











WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
pondence confidential. Established 1890 


MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0352 








Sell Us Your Left Over 


New York Export Purcuasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 




















LINE WANTED FOR GEORGIA—Men’s, 
boys’ or women’s. Travel by car. Refer- 
ences. Address C-713, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





ANTED—Line of in stock shoes. Ac- 

quainted with New York, New Jersey and 
Long Island territories. Experience includes 
four years’ retail. References and particulars 
furnished upon request. Address C-717, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York. 


Partner Wanted in 
High Grade Shoe Store 


Who can assume management at 
once and make investment up to 
fifteen thousand dollars. Store is 
located in fast growing Kentucky 
town and busines is well estab- 
lished. Owner has other business 
interests and wants competent 
partner at once. 


Address C-718, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 





CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 











EMPLOYMENT SERVICE 











A thoroughly organized service, highly 
specialized office, established to assist the 
employer to find the trained office, sales or 
factory executive. Also to help qualified 
men and women locate the particular posi- 
tion they desire. 

Confidential service to employers without charge! 

PETERS EMPLOYMENT SERVICE 

31 State St., Boston, Mass. 
Congress 2870 























SHOE SALESMAN covering State of South 
Carolina desires line of men’s and women’s 
shoes, wholesale price $1.50 to $3.50 pair. 
Address 12 Hamilton Ave. Greenville, S. C. 


SAL ESMAN who successfully sold jobbers’ 
lines in New York and Pennsylvania, travel- 
ing by car, desires connection with live wire 
concern. Address C-708. care Boot and Shoe 
Recorder, 239 W. 39th St., New York. 


POSITION WANTED 




















POSITION WANTED as buyer or 
manager. I have had 30 years’ experi- 
ence managing and buying for depart- 
ment and _ shoe _ stores. Thoroughly 
competent to take entire charge in 
owner’s interests. Address C-711, 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











WANTED—Window Trimmer who can also 

sell shoes, at our Lexington, Ky., store. 

) Aina THE DAN COHEN CO., Cincinnati, 
io. 





MERCHANT NEEDS 














POSITION WANTED 


SHOEMAN, capable of managing store or de- 
partment. 28 years old, single, Gentile. 
Past three years assistant manager and adver- 
tising man in large store of well known chain. 
Good style sense. Right connection more im- 
portant than large salary. Now employed. Ad- 
dress C-709, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








Information for Shoe Merchants 


The advertising pages 
Spenee emeltiels on Gaet Bats 
of information as to 
They are worthy of your 


Ly attent! 








Large Assortment of 
Brocades 
Imported Cut-Steel Buckles 
Domestic Rhinestone 
Buckles and Heels 


S. Aprile & Co., Inc. 
Importers 
61 West 50th St., New York City 
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Booze and Business MERCHANT NEEDS 


MERCHANT NEEDS NEW YORK salesmanager 
writes in Printer’s Ink Monthly 
that bootleg salesmanship has pene- ° 
trated all lines of industry. It was aS Milbradt 
such a problem in his business that — 
he issued “positive orders to every —— Ladders 
salesman and division manager in =] made for 40 years 
the employ of our company prohibit- 3 oe by the original in- 
ing them from offering even to their a is = ventors. 
closest friends any alcoholic bever- =e “=| Made in all styles 
ages in any form whatsoever, or en- = zr to suit any shelving 
acting for any business connection, a : EC a 
regardless of previous personal - our price before 
friendship, any services in connec- ow a ro 
- tion with the purchase of liquor. So oars i Milbradt 
price tickets positive have been our orders that =#—| Manufacturing Co. 
é the slightest breach can only be con- ; 2416 Neo. 10th Street 
—s a ce strued as insubordination.” ST. LOUIS, MO. 
advantages over common pin. Slips on He had no intention of being a 
grade shoe. Se ew ae would-be reformer. He was simply 
ross $5.00. Check with trial order. applying preventive medicine on a 


a if i. mneaae 4 : 
POLLINGER CO. wide scale before bootlegging de- selina uaaeanadeiaaeh aedsbeattion 
416 Victoria Bldg. St. Louis, Mo. stroyed his organization as well as 


his business. 




































































MERCHANT NEEDS 








as, * ADVERTISING NOVELTIES 
| WINDOW and SPECIALTIES 
DISPLAY FI FIXTURES COMPLETE LINE. WE HAVE IT. WE 
| WILL GET IT. “WE WILL MAKE IT 
W. E. FOLLIS ADVERTISING SERVICE 


SEGAILé SONS W, 5, FOLLUS ADVERTISING SERVICE 


933 ARCH ST. 
| PHILADELPHIA, PA. re ee 
uxurious shoe store a 
| ARE BUSINESS GETTERS 1 IN WOOD ONLY, BUT IN MANY PERIODS, pointments. The pete 


SED TORCAMOGS | “Stites ing service of our experts 


Important: 1S free. 


























OME H-W chairs are in 











ist—A good Window Display Man; _— 
2nd—Change the Displays very often; ( Hkyucod -Yahefield | 
3rd—Use Wood Display Fixtures that are Veh SES EES RES 


well made, correctly proportioned, inter- Bal 
“changeable, and nicely finished. N. reset are Mars Po 


LABELS ~ tian Salt: New for Re 
és a nd, Oregon; Sen Francisco, alif, 
SHOE CARTONS y 


EXCLUSIVE BUT NOT EXPENSIVE 


SAMPLES UPON UES f ry 7 ’ ISERVICEABLE 


QSTABLISHED 1890 





2e3- 271 LEXINGTON AVE , BRODKLYN.NY¥ 


AMERICA’S GREATEST 
SHOE CARTON & LABEL MFCS 


Always bear in mind that 
**MANY SALES ARE MADE ON THE SIDEWALK ”’ 
GLASS EYES 
At half the rent you are paying, you 


would not board up your show windows. 
This means they have a certain value. 
If neglected they become very costly. If 
GLASS EYES utilized right they can be made very 
profitable. Cody po gg 4 
For Bunny and Kik- tion ood sea 00 
Children Slippers CIAL grade rubber foot rest. Write for 
- Ask For Sre Boox Nil catalog showing styles and prices. 


and other decorative 
eT TTR ORT ALCS ERP ON The Chicago Wire Chair Co. 























SOE NES EN 

G. SCHOEPFER War MG hy, SK OK +4 Xe 

6-18 West 36th St., Wii SENSOR RN 621 No. LaSalle Se. Chicago, Ill. 
; \ 

New York, N. Y. OOK W% OES, . My ie x RY PY XX ene 


x RAN 

















KITTEN EYES 
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Fontius Thrift Election 


DENVER (UTPS)—At the annual 
meeting and election of officers of the 
Fontius Thrift Club, composed of em- 
ployees of the Fontius Shoe Co., the 
following officers were elected: 

A. T. Spencer, president; Ona Car- 
rel, vice-president; M. C. French, sec- 
retary; A. Haines, treasurer; F. A. 
Maltzahn, L. Jones and B. Factor, di- 
rectors. 

Charles F. Emery of the firm of 
Grey, Emery & Vasconcelles, gave an 
interesting address on investments. The 
club has shown an increase and prog- 
ress in its purpose. 


Boschen Escapes Fire 


RICHMOND, VA. (UTPS)—W. H. 
Boschen, prominent Richmond retail 
shoe merchant, and members of his 
family barely had time to escape from 
their bedrooms on the second floor of 
their home at 2418 Chamberlayne Ave- 
nue, North Richmond, at 4 o’clock in 
the morning recently, before their exit 
would have been cut off by flames which 
did more than $2,000 damage to the 
house and its belongings before they 
were extinguished. 


Lubin’s Adds Gowns 


Detroit—Lubins, Inc., 1526 Wash- 
ington Boulevard, has opened an exclu- 
sive gown department in the mezzanine 
balcony of their handsome shop. 
perfume and toilet preparations de- 
partment is also being opened in the 
salon of this store near the entrance. 
An exclusive service will be dispensed 
in the latter department, perfumes and 
powders being blended to harmonize 
with the personality of the customer. 


Patz Opens New Store 


BALTIMORE (UTPS)—A new shoe re- 
tail establishment is being opened by 
Bernard Patz, under the name of the 
Novelty Shoe Store, 1019 South Charles 


Street. Complete lines of ladies’, 
misses’ and children’s shoes will be car- 
ried. No men’s or boys’ shoes will be 
carried for the present. They may be 
added at a later date. 

Mr. Patz is well known to the shoe 
trade, having been in business for a 
number of years at Fayetteville, N. C. 


“The Place to Sell Hosiery Is the Shoe Store” 
“HOSIERY” 


THREE YEARS AGO 


BOOT AND SHOE RECORDER 


Hudson Cloak & Suit Co. 
Opens Shoe Department 


ROCHESTER, N. Y. (UTPS)—The 
new shoe department in the Hudson 
Cloak and Suit Co.’s store at 218 Main 
Street East, was opened auspiciously 
last week featuring the La Renee line. 
About a week preceding the opening 
teaser ads were used in the newspapers 
daily, warning the public that “La 
Renee is coming to town, you will like 
her.” Large newspaper ads the day 
preceding the formal opening an- 
nounced who La Renee was and where 
she could be found with the result 
~_ the department was crowded all 
-day. 

As an added inducement, a pair of 
silk stockings was offered with each 
pair of shoes sold on the opening day. 
And how the ladies did flock to the 
store to take advantage of the offer! 
The manager of the department is 
Ralph C. Kahn, formerly with La 
Tours, East Avenue. He had his hands 
full Friday and Saturday, the opening 
days, and expects his department to be 
one of the most popular in the city. 
The ladies seem to be particularly fond 
of the short camped La Renees, he said. 


New “*Comfort”’ Shoe Store 


NEW ORLEANS, LA.—Mayer Israel 
has opened an attractive shoe de- 
partment here, where the ladies are 
fitted while resting in rocking chairs, 
attractive couches, or arm chairs. The 
department is located on the third floor 
of the building, and Sam Newstadt of 
Shreveport, is manager. The color note 
is a soft gray. The prices range from 
$6 to $20, and stock is arranged “for 
the occasion,” with a wide range of 
sizes from the “hiking” oxford to the 
evening pump. 


Galoon’s Enlarging Store 


BALTIMORE (UTPS)—Galoon’s, oper- 
ated by Louis A. Galoon, 1459 Light 
Street, who in addition to his other 
lines of merchandise carries shoes for 
men and boys, is remodeling his store. 
When completed it will provide him 
with considerable additional floor space 
and will enable him to enlarge all de- 
partments, including the shoe depart- 
ment. 
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Northwest Business Drops 


MINNEAPOLIS, MINN. (UTPS)—The 
report from the Federal Reserve Bank 
in this district, out March 1, covering 
January, is to the effect that January 
business in the district was smaller 
in volume than the previous January 
and 8 per cent less in money value, ex- 
cept in five leading outside cities. 

Wholesalers and retailers reported a 
decline in sales of shoes of 35 per cent, 
also that wholesale shoe stocks are 
lower. Department stores report 10 
per cent cut in inventories in shoes. 
Wholesale sales of shoes were lower 
in January than in December. Five 
wholesale shoe houses reported shoe 
sales of $206,520 in January, 1927, com- 
pared with $330,570 in December, 1926, 
and $318,330 in January, 1926. 


Attractive Display 


DeETROIT—In a unique setting in which 
peacock feathers stand out attractively 
a display consisting of only three pairs 
of shoes in a single window was seen 
at the store of R. H. Fyfe & Co. It is 
seldom that so much space is given to 
the display of so few shoes. They are 
all of the gore pump type, with butter- 
fly leather tongues hiding the goring 
and projecting well up over the ankle. 
The colors shown are black patent 
leather with red kid, parchment with 
brown kid and blue with gray kid. This 
special novelty is also being advertised 
to the store’s customers by direct mail. 


F. S. Ralston Sells Out 


St. ALBANS, VT.—F. S. Ralston, one 
of the best known retail shoe merchants 
in the State, has leased his store here 
to M. H. Fishman, Inc., department 
store operators. Mr. Ralston, who has 
conducted a retail shoe business here 
under his own name since 1909, will 
sell out his entire stock. He has made 
no plans for the future. 


Burke’s Boot Shop Moving 


Detrroit—Burke’s Boot Shop, 1442 
Washington Boulevard, will move their 
Stetson line of footwear to 1414 Wash- 
ington Boulevard as soon as alterations 
are completed there. The new store 
will be newly outfitted as none of the 
old fixtures will be moved. 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
Times Square’s Finest Hotel 


Within convenient walking distance to important 
business centers and theatres. Ideal transit facilities. 
450 Rooms—450 Baths 
Every Room an Outside Room—With Two Large Windows 
Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day 
For Two, $5.00 Twin Beds, 86.00 
Large Double Rooms, Twin Beds, Bath, $6.00 per day 


started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. Each month the idea grows 
bigger. 

So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this Special Weekly Rates 
Hosiery section, offers a direct approach Furnished or Unfurnished Suites with serving pantries, $95 to $150 

4 n 


to the most responsive group of hosiery per Moi 
buyers in the country. Moderately Priced Restaurant Featuring a Peerless Cuisine 


Boot and Shoe R ler Publi hi C Illustrated booklet free on request 
Boston, Mass. 


CURTIS A. HALE, Managing Director 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THE Boot anp SHOE REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


GIVING MEN WHAT THEY WANT... By R. L. Prather............. 81 
CATCHING THE PUBLIC’S EYE...... The New Day in Windows.... 32 
Need for New Display Methods. 
THE VOICE OF THE RECORDER....... Opinions of the Editor........ 34 
THE CLASSIC TAILORED TIE........ A Smart, Standard Shoe...... 36 
IOWANS URGED TO GET A PROFIT.... By Staff Correspondent ...... 37 
Report of Des Moines Convention. 
a eee Questions and Answers....... 38 
O. P. I. (OTHER PEOPLE’S IDEAS)... By Harry R. Terhune......... 40 
Wuart Is SELLING AT RETAIL....... By Staff Correspondents ...... 42 
New and Fast Moving Styles 
From All Over the Country. 
WHOoO’s WHO ON THE ROAD......... News of the Travelers........ 83 
SHOE MERCHANTS NEWS ........-. Among the Retailers ......... 87 


SHOE MARKET NEWS ...........-- What Manufacturers Are Doing 91 
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SUBSCRIPTION RATES 
The subscription price of the Boor AND SHOE RecorpErR is $3.00 for one year in advance, which 


includes postage in the United States, its possessions, Canada, Mexico, Spain and its colonies 
and South America (excepting Venezuela and the Guianas which is $6.00) 


FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 
When writing about changes of address, please give us the old as well as the new address, 
and please give us three weeks’ notice before the change is desired. 
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Entered as second-class matter Sept. 19, 2008, o & ie Office at New York, N. Y., under the Act of 


Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 





March 19, 1927 


A buying guide to 


BOOTS AND SHOES 
Alden, C. H., Abington, Mass............. 105 


Baker, Geo. W., Shoe Co., Brooklyn, N. Y. 44 
Bell Bros. Co., Biddeford, Me............. 84 


Bleecker Shoe Co., New York City........ 26 
Blog Shoe Co., New York City........... 101 


Brockton Co-operative Boot and Shoe Co., 
DE ML. sdcteseeeeaeesveeeedee 


Brockton Shoe Mfg. Co., Brockton, Mass.. 116 


Brooks Shoe Mfg. Co., Phila., Pa........ 114 
Brown Shoe Co., St. Louis, Mo.......... 52-53 
Burdett Shoe Co., Lynn, Mass............ 23 
Central Shoe Co., St. Louis, Mo.......... 90 
Churchill & Alden Co., Brockton, Mass. 
4th Cover 
Clapp, Edwin, & Son, Inc., E. Weymouth, 
DEE Se pGundeaeedbncnéwovesseuess seeds 98 
Clinton Shoe Mfg. Co., Clinton, Iowa..... 72 
Cohen, Samuel, Shoe Co., Boston......... 101 


Cemmonwealth Shoe & Leather Co., Whit- 
SEG: ecckendebaradbinestedseeres 


Coon, W. B., Co., Rochester, N. Y........ 117 
Craddock Terry Co., Lynchburg, Va..... 80-81 
Creighton, A. M., Co., Lynn, Mass...... 18-19 
Cushman-Hollis Co., Auburn, Me......... 77 
Duane Shoe Co., New York City......... 101 


Elam, F. S., Shoe Co., Rochester, N. Y... 99 


PTTTTTITITT TTT TTT TTT TT 64-65 
Friedman-Shelby Shoe Cc., St. Louis, Mo. 79 


Greeley, A. W., Co., Haverhill, Mass..... - 114 


71 


eee eee eee eee eee eee eee eee eee eee 


Haseltine, Ernest D., Co., Newburyport, 
PE: “sided biti eidetithevataaeembane 11 


Herman, Joseph M., Shoe Co., Millis, Mass. 62 


sebbKenesesenssanbeceenewserenes 97 
Hooley, W. F., Shoe Co., Lynn, Mass.... 21 
Ideal Baby Shoe Co., Danvers, Mass...... 24 
Jellerson Rafter Co., Norway, Me........ 7 
Johansen Bros. Shoe Co., St. Louis, Mo... 1 
Keith, Geo. E., Co., Brockton, Mass...... 82 
Lape & Adler Co., Columbus, Ohio...... 28 
Lax & Abowitz, Brooklyn, N. Y......... 45 
Leavitt, Geo. B., Co., Farmington, N. H.. 25 
Lilly, Henry, New York City............ 98 
dablin, Emil, Inc., New York City....... 115 
Lyons & Company, New York City....:.. 101 


McElroy Sloan Shoe Co., St. Louis, Mo. .68-69 
Marion Shoe Co., Marion, Ind........... 58-59 
Menihan Co., Rochester, N. Y............ 86 
Metropolitan Slipper Co., New York City.. 101 
Moore Shoe Co., The, St. Louis, Mo. .2nd Cover 


Munroe Shoe Co., Auburn, Me........... 60-61 
Nettleton, A. E., Syracuse, N. Y......... 98 
Novelty Slipper Co., New York City...... 100 
Nunn, Bush & Weldon Shoe Co., Milwau- 
Se CEE! FOG 0nd 065-005 004d 500 680sse008 4 








mmm fh mh 


a 


saa 


Cr 


Ev 


Fo 


Ga 


Ha 
Hu 


Ke 








to 


105 


44 
84 


100 
26 
101 


96 


65 
79 


14 


71 


oe a  ) 


= SS = Se 





March 19, 1927 





BOOT AND SHOE RECORDER 


Our Advertisers in this Issue 


Packard, M. A., Co., Brockton, Mass..... 98 


Paristyle Footwear Mfg. Co., Inc., Brook- 
ee 2 a 1 


Posner, Dr. A., Shoes, Inc., New York City 113 
Premier Shoe Co., Inc., Brooklyn, N. Y... 46 


Reynolds, Bion F., Brockton, Mass........ 99 
Rice & Hutchins, Inc., Boston...........- 30 
Richards & Brennan Co., Randolph, Mass. 98 
--~ Johnson & Rand Co., St. Louis, , 


Roth & Resenberg Shoe Co., Phila., Pa.100-101 


Schwartz & Herder, Inc., Philadelphia, Pa. 101 


Shaft-Pierce Shoe Co., Faribault, Minn... 16 
Shaw, M. T., Inc., Racine, Wis.......... 50-51 
Sherwood Shoe Co., Rochester, N. Y...... lll 
Smart, Bob, Shoe Co., Milwaukee, Wis.... 57 
Smith, Wm. Sumner, Chicago, Ill........ 100 
Stacy-Adams Co., Brockton, Mass...... 63, 98 
Stetson Shoe Co., Weymouth, Mass....... 99 
Swan Shoe Co., Baltimore, Md..........- 100 
Thomson Crooker Shoe Co., Boston....... 13 


Tober-Saifer Shoe Co., St. Louis, Mo..... 74-75 


United States Rubber Co., New York City 94 
Unity Shoe Mfg. Co., Brooklyn, N. Y.... 47 


Walton, A. G., Co., Boston, Mass......... 6 
Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 70 
Williams, Clark & Co., Inc., Lynn, Mass.. 17 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Co., Wilmington, 
Del. 


PEELE OO ER ray Sere ee ere p 10 
American Hide & Leather Co., Boston.... 88 
Bites BD Gee, DAN... ck cccvcccsvccecee 99 
Cedar Cliff Silk Co., New York City...... 76 
Creese & Cook Co., Boston............ 99, 112 
Evans, John R., & Co., Camden, N. J...14-15 
Foerderer, Robert H., Inc., Phila., Pa..... 2-3 
Gallan, A. F., & Sons, Milwaukee, Wis. 

Front Cover 
Goodyear Tire and Rubber Co., Akron, 
EY dtae0-es0n ¥unckecws cauhetessigeeees 


Hale, Alfred, Rubber Co., Atlantic, Mass. 109 
Hub Gore Makers, Chelsea, Mass......... 8 


ee, E. Tig Gils Bic acc wveeccecse 104 
Lawrence, A. C., Leather Co., Boston... .66-67 


a - © case Leather Co., Boston and New 


Ohio Leather Co., Girard, Ohio........... 56 


Pfister & Vogel Leather Co., Milwaukee, 
MY hagesdaudibeswietedenseieseneeeoes 107 


Quaker City Morocco Co., Phila., Pa...... 103 





Bagiee. Fred, Leather Co., Fond du ver - 
Seed Pveccoseereoeoocesesescooeses 54- 


Snyder, H. S. & M. W., Boston.......... 114 
Standard Kid Co., Boston................ 4-5 
Surpass Leather Co., New York City..... 73 


West Virginia Pulp & Paper Co., New 
York City 


FINDINGS AND SHOE STORE SUPPLIES 


Aprile, S., New York City................ 119 
Chicago Wire Chair Co., Chicago, Ill...... 120 
Follis, W. E., Adv. Service, Chicago...... 120 


Goodwin, C. L., & Co., Inc., Worcester, 
DD 8486006006.06450006s0ee eb e0ONEsO8 446 92 


Heywood-Wakefield Co., Wakefield, Mass.. 120 


Mazer Brothers, New York City.......... 102 

Milbradt Mfg. Co., St. Louis, Mo......... 120 

Miller, O. A., Treeing Mach. Co., Brock- 
Et Mn dectivindenwbeeccteseutéscens 110 


Onken, Oscar, Co., Cincinnati, Ohio...... 126 
Pollinger, M. D., Co., Inc., St. Louis, Mo. 120 


Ramey Heel Protector, Memphis, Tenn... 100 


Scholl Mfg. Co., Chicago, Ill...... ee 124 
Segall & Co., Philadelphia, Pa........... 120 
Shoe Form Co., Inc., Auburn, N. Y...... 92 


Vanity Novelty Works, Brooklyn, N. Y... 114 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Box Toe Co., Boston........... 22 
Dunbar Pattern Co., Brockton, Mass...... 27 
McNichol & Taylor, Inc., Lynn, Mass..... 9 
Schoepfer, G., New York City............ 120 
Tubular Rivet & Stud Co., Boston...3rd Cover 
United Shoe Machinery Corp., Boston, 
EG Sih adn pedevascscisccsavens 20, 78, 108 
MISCELLANEOUS 
Atlantic Printing Co., Boston, Mass...... 102 
Glauberg, Max, New York City.......... 119 
Hotel Belvedere, New York City.......... 121 


Illinois College of Chiropody, Chicago, Ill. 102 
Kirsch-Blacher Co., New York City....... 119 
Meyer, Frank C., Co., Brooklyn, N. Y.... 120 


New York Export Purchasing Corpora- 
Gem, TOW TOG GOP. cccccccccccccccces 119 


Peters Employment Service, Boston....... 119 


Seaver Howland Press, Boston............ 102 








Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 





COMPLETE picture of mate- 
rials. Style is to be freshly 


garbed in the colors of mid-summer 
selling. 


DEAS were never more valuable 

than they are today. We pack 
into next week’s issue some of the 
real selling suggestions that will 
boost April shoe selling in stores of 
this country. 


HOE store service must be more 

serviceable than ever. We show 

in next week’s issue the way to make 

a customer and to hold that cus- 
tomer for subsequent profits. 


HE Retail Shoe Salesman’s sec- 

tion indicates the growing im- 
portance of contact with the man on 
the floor who gets the money at first 
hand which recompenses the entire 
industry back to the hide puller. 
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DP Scholl's 
-Grip Heel Liner 


Did you ever wear shoes that slipped at 
the heel? Then you know how it is with 
the millions who are experiencing the same 
thing. The embarrassment and expense of 
having holes rubbed in hosiery. The pain 
of blistered or calloused heels. 


An annoyance big enough to take notice 
of, isn’t it? Quite a lot bigger than 30c! 
Yet 30c is all it will cost them to stop the 
trouble! 

Now, with scores of magazines and over 
7000 newspapers in the U. S. carrying the 
Dr. Scholl Foot Comfort message to a hun- 


Dr. Scholl’s Nu-Grip 
HeelLineris packed one 
dozen on an attractive 
counter display. A beau- 
tiful two color paper 
window sign 16 x 5 in- 
ches included with your 
order. 


dred million people, contemplate your 
market for this item! 

Use Nu-Grip dealer helps, tying up with 
the consumer advertising, to bring new cus- 
tomers in—to swell your business volume 
with quick and profitable sales—to protect 
yourself against “grief” with shoe customers 
due to slipping heels. 


. Wholesale, $2.25 doz. 


THE SCHOLL MFG. CO., Inc. 
213 W. Schiller St., Chicago. 62 W. 14thSt., N.Y. 
112 Adelaide St., E., Toronto 


Saves 
stockings 


Within this drip no heel can ship 
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